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A RAND MCNALLY PUBLICATION 


\ AUTO PLAN 7 
oe 


DOUBLES VOLUME 
EVERY YEAR 


“Since 1945, when we started working with local insurance 
agents under the Bank and Agent Auto Plan, our volume of 
direct auto loans has doubled itself every year. During 1947 
— in a city of 160,000 — we made about $1,000,000 worth of 
loans to 1,197 customers, many of whom had been strangers 
to the bank. 


“The level of risk is high . . . this Plan reaches a segment 
of the population that is ideal for our purposes — people who 
use credit, but haven’t used too much of it. Volume is more 
dependable . . . the thing feeds on itself — bringing repeat 
business, not only for auto loans, but for all sorts of bank 


services. 


“Tt is more profitable business. Normal losses on direct auto 
financing are generally lower than in any other phase of con- 
sumer credit. The long term expense factor is also low. It is less 
costly, over the years, to give local agents strong promotional 


backing than to maintain and travel a large field staff. 


“To sum up, we are highly enthusiastic about the Bank and 
Agent Auto Plan because: The business is not really hard to 
get . . . it’s good when you get it. . . it’s easy to administer 


... it’s reasonably profitable to the bank.” 
A. J. Guffanti 
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Springfield, Massachusetts 
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we ... and that’s why you find Remington Rand’s Printing Calculator producing the 
Ye figure facts in so many efficiently-run banks. 

Only the Printing Calculator does all your figure work with printed proof of 
accuracy. It multiplies and divides automatically, adds and subtracts—and simul- 
taneously prints the factors and answer of each calculation. 

It’s simple! Fast, touch-method operation is natural on the compact 10-key 
keyboard. You enter the figures as you read them—there’s no searching the keyboard 
for the correct columns . . . the machine selects them automatically. 

See for yourself how “Smart Businessmen watch their figures...” Write to Adding- 


Bookkeeping-Calculating Machines Div., Dept. BM-5, 315 Fourth Ave., New York 10. 


MACHINES FOR MANAGEMENT 


PRINTED PROOF ON TAPE ¢ ONE-HAND CONTROL ¢ AUTOMATIC DIVISION ¢ ELECTRIFIED MULTIPLICATION ¢ MANY USES ¢ TWO MACHINES IN ONE 
DECIMALS LOCATED AND PRINTED e¢ DIVERSIFIED APPLICATIONS e THE ONLY ALL-PURPOSE CALCULATOR PROVIDING A PRINTED RECORD 
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Meet the man 
with PROFITABLE 
Ideas for Banks 























Your Todd representative gets around. So do 
the 300 others who cover the field for Todd. 
They trade experiences and contribute con- 
stantly to our central clearing house of money- 
making ideas for banks. 

For instance, currently, they can tell you 
how to use department stores as bank outlets; 
and about a new type of life insurance loan. 
Just clip the coupon below for complete infor- 
mation about our program of “spotting’’ and 
presenting new, money-making ideas to banks 
— including ways and means of converting 


present out-of-pocket check costs into profits. 


CLIP AND MAIL THIS COUPON NOW 


THE TODD COMPANY, Inc., Rochester 3, New York 


Please send me, without cost or obligation, information on your program 





of supplying banks with tested ideas for increasing profits. 


COMPANY, INC. 
Title a at wos - Where -—— 


Bank___ : ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 
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Condensed Statement of Condition, March 31, 1948 


RESOURCES 


Cash on Hand, in Federal Reserve Bank, and 
Due from Banks and Bankers . . . . +. « « 





» $ 660,500,756.54 


U. S. Government Obligations . . . . . + «+ + 1,158,058,374.10 
Loans and Bills Purchased . . ee 810,899,654.62 
Public Securities . . ee $ 85 390,399. 10 
Stock of Federal Reserve Bank f. 9,000,000.00 
Other Securitiesand Obligations . 0,732,229.55 
Credits Granted on Acceptances . 12,203,594.93 
Accrued Interest and Accounts 
Receivable . .. . 6 « 7,287,626.34 
Real Estate Bonds and Mortgages ., 1,324,992.02 
125,938,841.94 
Bank Premises . .. «+ «© e ee ee ee @ 4,865,773.78 
Other Real Estate . . . «© «© © © © ew we we © 105,724.02 


Total Resources . .. - 


LIABILITIES 
$ 100,000,000.00 
200,000,000.00 
62,552,224.32 


- $2,760,369,125.00 





Capital . . «© «© we « 
Surplus Famd . « «© ec ee « « 
Undivided Profits . . . . + -« 


Total Capital Funds. . . $ 362,552,224.32 
Deposits . . $2.304,: 43 7,6: 17. 07 


Treasyrer’s C hecks Outstanding 28,398,171L.11 





Total Deposits. . . « « « © «© e © 332.835 
Siti «.<ccse es eee ee 
Less: Own Acceptances 

Held for Investment... . 7.086,63 7.42 

$ 12,274,974.30 

Dividend Payable April 1, 1948 . 3,000,000.00 
Items in Transit with Foreign 

Branches. . . ie, te 2,196,608.53 
Accounts Payable. Reserve for Ex- 

penses, Taxes,ete. . . 2. 6 + 47,509,499.67 

64,98 1,082.50 


‘Foon! Sis é 4 oe 6 4 eS ee 


- $2,760,369,125.00 





Securities carried at $93,605,186.01 in the above Statement are pledged to qualify for fiduciary powers, to 
secure public moneys as required by law, and for other purposes. 


J. LUTHER CLEVELAND 


Chairman of the Board 


WILLIAM L. KLEITZ 
President 


DIRECTORS 
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Sunderland & Kiendl J. P. Stevens & Company, Ine 


THOMAS J. WATSON President, 


International Business Machines Corporation 


CHARLES E, WILSON 


CHARLES E. DUNLAP President, 


Berwind-White Coal Mining Company 
GANO DUNN 
The J. G 


WALTER S. FRANKLIN Vice-President, 
The Pennsylvania Railroad Company 


President, 


— = , = - President, General 
. White Engineering Corporation 


Electric Company 


ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 


Member Federal Deposit Insurance Corporation 





ues 


PN 


wee 
. | dae I 


watH | 
HE fi a. 


LAA 


STATEMENT OF CONDITION, MARCH 31, 1948 


RESOURCES 


Cash and Due from Banks. . . $1,267,487,348.04 
U. S. Government Obligations 1,725,308,801.39 
State and Municipal Securities 63,240,181.37 
Other Securities . . 1. « « « . 132,390,195.31 
Loans, Discounts and Bankers’ Acceptances 1,405,956,869.27 
Accrued Interest Receivable . . .. . 10,550,792.77 
Mortgages. 2. . 2 1 2 »© © « ne 13,334,596.44 
Customers’ Acceptance Liability . 13,465,390.71 
Stock of Federal Reserve Bank . . 7,950,000.00 
Banking Houses. . . ... .» 30,792,303.59 
(ier Ae 2 cs kt lH UO 5,400,476.63 


$4,675,876,955.52 
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LIABILITIES 


POEM 6 ae se a ee ee $4,295,185,055.57 
Dividend Payable May 1, 1948 ‘ 2,960,000.00 
Reserve for Taxes, Interest, etc. ; 7,277,898.31 
Other Liabilities. ... . ‘ ‘ 15,173,961.10 
Acceptances Outstanding. . - $ 19,093,943.26 

Less Amount in Portfolio . . 4,242,732.12 14,851,211.14 


Reserve for Contingencies roe ae a ae 18,029,754.72 


Capital Funds: 
Capital Stock . . $111,000,000.00 
Surplus . .. . 154,000,000.00 
Undivided Profits. 57,399,074.68 


322,399,074.68 


$4,675,876,955.52 


iu 


United States Government and other securities carried at $328,794,220.00 are pledged to 
secure public and trust deposits and for other purposes as required or permitted by law. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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Almost Any Service May Be Had 
From City Correspondents 


A few of the services The Mellon National Bank has rendered 
to its correspondents are described here in the hope that this 
information will stimulate country banks to make more use of 
the specialists among the officers of their city depositories. 


E have for years encouraged 

correspondent banks to use 
our various facilities, “service” be- 
ing the key word in the competi- 
tion by banks for all types of 
business these days. With this 
thought in mind, we have set up a 
“bank service department,” to co- 
ordinate efforts and to find ways to 
make our bank more useful to the 
smaller ones. 

It is recalled that we have made 
good use of materials published 
in Bankers Monthly from time to 
time, particularly the list of serv- 
ices published in the July, 1946, 
issue. 

In the paragraphs which follow 
is a sketch of our bank service pro- 
gram, including references to a few 
specific cases, 


Assistance Is Given In Improving 
Operating Techniques 
Correspondents call on us fre- 
quently by letter, by telephone, and 
through personal visits for help 
with operating problems, such as 
bookkeeping, proof, transit and 
service charges. These inquiries are 
usually referred to the officer in 
charge of the operation, and he 
conveys our suggestions by what- 
ever means seem practicable. 
Occasionally, correspondents re- 
quest general surveys of their 
operation, including building 
modernization, purchase of new 
equipment and revising personnel 
distribution. To meet these re- 
quests, we send out experienced 
men who perform the surveys and 
prepare detailed summaries of their 
observations and recommendations. 
Within the past few months, we 
have performed general surveys for 
banks in Pennsylvania, Ohio and 
West Virginia. In all cases, the 
executive officers of the surveyed 
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By CARL R. KORB 


Vice President and Cashier, 
Mellon National Bank & Trust Co., 
Pittsburgh, Pa. 
banks have indicated that they 
have made use of our suggestions 
for improving the efficiency of their 
operations. 

At our suggestion, several bank- 
ers in this area have sent credit 
men, bookkeepers and auditors to 
our bank for training. 

Along this same line, we have 
purchased for our own use many 
different types of equipment in 
order to gain practical information 
concerning performance character- 
istics of various models. 


Collection Of Checks And Other 
Items Is Speeded Up 


Through direct sendings to cor- 
respondents in the key commercial 
centers of the nation and to a large 
number of correspondents in the 


Pennsylvania — Ohio — West Vir- 
ginia area, we have built a check 
collection system that is, we think, 
exceptionally effective. We are able 
to collect in one day 90% of the 
items drawn on banks in this Tri- 
State territory. 


Reviews Of Investment Portfolios 
Are Made On Request 

Our investment department in- 
cludes a section devoted almost 
exclusively to assisting correspon- 
dents with their investment plans. 
This group has devised a technique 
which aims to help the country 
banker to reach his own decisions 
about employing his bank’s funds 
safely and profitably. Many consult 
us regularly. 

A large number of our corres- 
pondents depend on us for custody 
of their securities. Our service, 
which is offered without charge, 
includes all the usual details of 





; Help Which Has Been Given To Country 
Banks By This Correspondent 
1. Improved operating methods have been described and 


their benefits pointed out. 


2. General surveys have been made of the country bank's 
operating plan to discover ways to reduce costs. 


3. Information on building modernization has been supplied. 
4. New equipment has been tested for usefulness. 
5. Correspondent employees have been trained in specialized 


work at the city bank. 


6. Checks are collected promptly by many direct sendings. 
7. Officers are aided in setting up investment plans. 
8. Securities are accepted for safe keeping and supervision. 


9. Credit and business information is supplied on individuals, 
companies or on whole industries. 


10. Assistance is given on handling new types of loans. 

11. Foreign transactions are handled. 

12. Travelers cheques are supplied. 

13. Many booklets are supplied on technical matters, such as 


taxes and bonds. 














collection and crediting of income, 
advising of called issues, and de- 
livering securities to brokers against 
payment. 

A few months ago, we accepted 
the custody account of a small 
bank’s trust securities, which in- 
cluded one issue that had been 
called a year before and another 
issue on which income and princi- 
pal payments had not been col- 
lected for five years. Needless to 
Say, our service in this case pro- 
duced almost immediate profit to 
the depositing bank. 


Credit Information Is Supplied 
On Any Industry 


We are frequently called upon 
by correspondents to furnish infor- 
mation concerning individuals and 
companies. Because of our wide 
relationships with firms, individ- 
uals, and banks in this area and 
across the country, we are able, 
generally, to provide the informa- 
tion requested. 

Our correspondents find it help- 
ful to solicit our advice and assist- 
ance in connection with handling 
credits, both large and small. 
Through our branch operations, 
we offer our customers virtually 
every kind of lending service, and 
on this experience country bankers 
are able to draw freely. 

Recently, we sent to one of our 
larger outlying correspondents a 
sample of our typical term loan 
agreements, which he wanted for 
use in working out a contract with 
one of his corporate borrowers. 

In 1946, our staff prepared and 
published the “Lenders Guide,” a 
booklet designed to assist bankers 
in processing loans to veterans 
under the terms of the Servicemen’s 
Readjustment Act. The usefulness 
of this handbook so far exceeded 
our expectations that it went into 
four printings. In fact, when it 
reached the attention of the Vet- 
erans Administration in Washing- 
ton, they requested copies for use 
of members of their headquarters 
staff. 


Foreign Transactions Are Handled 


Correspondents have for many 
years used the facilities of our for- 
eign bureau in remitting funds to 
pavees abroad. Foreign exchange 
rate cards are mailed to correspon- 
dents as frequently as international 
money conditions warrant. 

Country bankers frequently con- 
sult the foreign bureau on such 
matters as commercial and _ trav- 
elers’ letters of credit, preparation 
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GOVERNMENT SECVRITIES 
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Four of the booklets made available 
to correspondents. 


of export and import shipping 
documents and related matters. 


Travelers Cheques Are Provided 


For over 40 years, our correspon- 
dents have found it profitable to 
sell—and travelers have found it 
convenient to use — our travelers 
cheques. In all, nearly 3,000 agents 
sell our cheques, w hich are readily 
exchanged for cash in all parts of 
the world. We derive no direct 
profit from the sale of these 
cheques, the selling agents remit- 
ting to us at par. 


Booklets And Pamphlets On 
Technical Subjects Are Supplied 


Periodically, we send to banks 
handbooks for their information 
and guidance on various subjects. 
Included in these publications are: 

“Lenders Guide’ —a handbook 
to assist bankers in processing vet- 
erans’ loans. 

“Tax Aid For Banks” —a guide 
written by our staff and revised 
annually to assist bankers in the 
preparation of their Federal In- 
come Tax returns. 

“United States Government Se- 
curities” —a 12-page brochure sent 
quarterly to banks, describing all 
lreasury obligations and including 
tabulations of interest accruals and 
quotation equivalents. 

“Executive’s Review of Current 








Reading” —a leaflet sent monthly 
to executive officers of banks and 
companies, containing brief reviews 
of magazine articles of interest in 
business, finance, and commerce. 

Other publications include books 
and leaflets citing changes enacted 
by the Pennsylvania Legislature in 
laws directly concerning bankers in 
this state, and the “Master Tax 
Guide.” 


Going To Make A Speech? — 
Borrow A Portfolio 


Bankers Monthly has available 
for its readers, portfolios of articles 
published in Bankers Monthly dur- 
ing recent years on a number of 
subjects. Some of our friends pre- 
paring a speech for a bank meeting 
have made use of these portfolios 
in order to review the methods of 
other institutions on the subject 
they intend to discuss. 

e’ll be glad to supply the port- 
folios to others upon request. We 
make a charge of $1 to cover the 
cost of mailing and handling and 
expect the portfolio to be returned 
within two weeks. 

The subjects available at present 
are the following: 


Accounting Protest 

Check Forms Safe Deposit 

Exchange Service Charge 
Charges Quiz 

Loans Banker Farmer 

Operation Administration 

Personnel and Man- 

Protective agement 

Public Delayed Re- 
Relations turns On 

Public Dishonored 
Speaking Items 


Every Customer Complaint 
Is Recorded By This Bank 


It is very pleasing to receive 
compliments and words of praise, 
but the complaints may be more 
helpful to us in correcting our fail- 
ures to give good service. 

Each bank has its own way of 
handling complaints. One bank has 
a Record of Complaint form, and 
every officer and employee is in- 
structed to fill out one of these 
forms whenever he hears a com- 
plaint against the bank. These are 
then typed and routed among the 
officers. This procedure provides 
an opportunity to review the cause 
for the complaint and to do some- 
thing about it. If the bank was at 
fault, it can try to avoid a repetition 
of that fault.—Philip K. Barker, 
Vice President, Granite Trust Com- 
pany, Quincy, Mass. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


FIELD WAREHOUSING ... is the ideal imple- 
mentation of controlled lending. Inventories can- 
not be eliminated but they can be controlled. Our 
Service, through Warehouse Receipt Loans against 
inventory stored on the borrower’s own premises, 
with exact information of the age, condition, kind, 
quantity and value of each item, gives you full 
inventory control. 


* 


OPERATING OFFICES 


Royal Bldg., Albany 1, Ga. + Healey Bidg., Atlanta 3, Ga. + 60 State St., Boston 9, Mass. 

Rand Bidg., Buffalo 3, N. Y. + Liberty Life Bldg., Charlotte 2, N. C. + 120 So. LaSalle St., 

Chicago 3, Ill. - 1314 Wood St., Dallas 1, Texas + National Bank Bldg., Detroit, Mich. 

Roosevelt Bldg., Indianapolis, Ind. * 121 W. Forsyth St., Jacksonville 2, Fla. + First 

Natl. Bank Bldg., Memphis 3, Tenn. * 16 South Broad St., Philadelphia 2, Pa. * Key- 

stone Bldg., Pittsburgh 22, Pa. « 8th & Locust Sts., St. Paul 1, Minn. * 222 Spring St., 
Shreveport 69, La. + Hills Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 


25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 


May, 1948 





Of Lending 
With 


Field Warehouse Receipts 


This president, at one time, thought 
that only large banks could lend on 
field warehouse receipts as collat- 
eral. His seven years’ experience has 
shown that the field warehouse 
method of protecting loans is so 
simple that a bank of any size can 


use it. 


By E. L. KING 


President, Flushing National Bank, 


Flushing, N. Y 


OT until about 1941, when a 

large lumber dealer ap- 
proached our bank with a state- 
ment that showed plenty of 
working capital but no cash to 
meet payrolls or to take advantage 
of discounts on bills payable, did 
we become any more interested in 
field warehousing than the average 
small country bank, situated in a 
100%, farming area would get 
steamed up over the possibilities of 
letter-of-credit financing of foreign 
trade. 

We simply felt that field ware- 
house receipts were one of those 
new-fangled methods of pulling 
cash out of a picture, so compli- 
cated that only the large city banks 
with multiple departments for 
setting up intricate bookkeeping 
systems and maintaining tedious 
records could handle the loan. 






Field Warehouse Protection 
Is Safe For The Bank 

Nothing could have been farther 
from the truth. It took a repre- 
sentative from one of the large field 
warehousing companies only a 
short time to set us aright on the 
simplicity of putting cash within 
easy reach of many of our cus- 
tomers. He showed us how these 
customers could “set up” a ware- 
house on their premises and store 
excess inventory within the desig- 

nated area. This area is set apart 
from the rest of his own warehouse 
or storeroom by nothing more 
pretentious than ‘theatre- lobby-like 
stanchions with manila ropes run- 
ning from one to the other. Field 
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We Widen Our Field 





’ 1 


warehouse receipts are issued to the 
bank for merchandise stored within 
that area. The bank makes loans 
based upon the security of ‘such 
receipts, just as if they were issued 
by a regular bonded warehouse. 


The Mechanics Of Field 
Warehousing 


Perhaps the mechanics of this 
arrangement may be of interest to 
those who have had no experience 
with this type of security: 

Our customer leased to the ware- 
house company the area in ques- 
tion. It recorded the lease with the 
county authorities the same as any 
other lease is so recorded and paid 
rent monthly to our customer. The 
warehouse company also hired one 
of our customer’s employees as a 

“custodian” of the warehouse. 


Four Outstanding Benefits 
To The Bank 


1. The bank has a new way 
of putting its money to work 
with far less exposure than if 
loaned to the same borrower on 
his statement listing the inven- 
tory. 

2. The bank gets the goods as 
security with a safe margin of 
protection. 

3. A chattel mortgage on fix- 
tures and equipment rates ‘way 
down the scale” as compared 
with field warehoused inven- 
tor 

4. Field warehouse loans are 
self liquidating, the bank being 
paid from the proceeds when 
goods are sold. 
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The warehouse company then 
bonded this “custodian” through 
its blanket fidelity bond and, it put 
up signs at given locations on the 
building, putting the public on 
notice that here was a legally estab- 
lished warehouse. As in a regular 
warehouse, the storer carries the 
fire insurance, although the ware- 
house company carries warehouse- 
men’s insurance against theft or 
mysterious disappearance. 

As I said in the beginning, our 
first experience was with lumber, 
stored in a conventional lumber- 
yard bounded by four streets in 
Long Island City. As the lumber 
was sold, we received release orders 
issued by the custodian to the cus- 
tomer against checks issued to us in 
payment of such merchandise so 
released. 

We found it expedient, however, 
to arrange for the customer a sort 
of “trading margin.” This allowed 
him to withdraw up to “X” dollars 
in merchandise before paying for 
and reporting such withdrawals. 


Many Kinds Of Commodities 
Warehoused 
After the lumber yard experi- 
ence, we field warehoused the 
following commodities: 
1. Auto and truck tires and tubes 
2. Sheet metal 
3. Plywood for 
radio cabinets 
+. Liquor 
I was told by our field ware- 
houseman that they had operated 
warehouses for many businesses, 
including: button manufacturers, 
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The First National Bank 
of Chicago 


Statement of Condition April 12, 1948 


ASSETS 


Cash and Due from Banks, . i : . : -$ 490,994,367.05 
United States Obligations—Direct and fully Guaranteed, 

Unpledged, ° ‘ ‘ - $553,849,805.16 

Pledged—To Secure Public Deposits and 

Deposits Subject to Federal Court Order, 96,792,000.00 

To Secure Trust Deposits, . e 67,106,5 14.26 

Under Trust Act of Illinois, . e 524,480.00 718,272,799.42 
Other Bonds and Securities, ° ° ‘ ‘ - 108,541,976.73 
Loans and Discounts, . P ‘ ‘ ‘ ‘ - 751,191,652.29 


Real Estate (Bank Building), P P ; ‘ ; 2,732,921.34 
Federal Reserve Bank Stock, . i ‘ ‘ . 3,750,000.00 
Customers’ Liability Account of Acceptances, . ‘ 2,037,639.77 
Interest Earned, not Collected, . ; ‘ . ‘ 5,017,081.09 
Other Assets, ‘ é ‘ ‘ . ‘ ‘ ‘ 540,833.57 

$2,083,079,271.26 


LIABILITIES 


Capital Stock, ° ° ‘ ‘ ‘ ‘ ‘ -$ 60,000,000.00 
Surplus, ‘ ‘ ‘ ‘ ‘ ‘ : ‘ 65,000,000.00 
Other Undivided Profits, . ‘ ‘ ; 4 A 8,478,236.02 


Discount Collected, but not Earned, . e ‘ ‘ 1,298,245.27 
Dividends Declared, but Unpaid, ‘ ‘ ‘ : 1,200,000.00 
Reserve for Taxes, etc., 4 * “ ‘ . ‘ 9,252,250.81 
Liability Account of Acceptances, ‘ . 2,699,620.11 


Time Deposits, . P ‘ - $ 381,894,745.74 
Demand Deposits, P e - 1,446,480,386.72 
Deposits of Public Funds, . e 106,775,760.82 1,935,150,893.28 
Liabilities other than those above stated, . ‘ ‘ 25.77 
$2,083,079,271.26 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 









Neatly stacked on the premises of the manufacturer, 
field warehouseman. Large signs carryingnotice of ownership guarantee sound protection for both the borrower and the bank. 


zipper makers, pencil manufac- 
turers, various chemical, coal and 
fuel oil handlers, and canners. I 
understand field warehousing really 
got its start with the canning in- 
dustry. Due to the very nature of 
such business, where the season is 
short, a whole year’s product is 
“canned” in a relatively short time. 
This requires substantial cash for 
carrying the pack till it is sold in 
orderly fashion. 


Only Non-Negotiable Receipts 
Are Used 
It has always been our practice 
to have non-negotiable receipts 


issued to the bank, instead of giv- 
ing negotiable receipts to the cus- 





This custodian checks the collateral at fre- 
quent intervals to protect the quality as 
well as quantity of the stored lumber. 
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tomers who. would then have to 
indorse them to the bank. I think 
our method is much more practical. 

I am very glad to say that our 
entire experience has been free 
from any claims for stolen or dam- 
aged goods. Nor have we ever had 
to repossess goods and dispose of 
them in the open market in order 
to liquidate the loan. 


Five Outstanding Advantages 


The greatest advantages to all 
pogo are: 


. The bank has a new means 
i putting its money to work, with 
far less exposure than if lent to the 
same borrower on his statement 
listing the inventory. With field 
warehouse receipts, we get the 
goods as security. 

The customer gets working 
capital quicker than if he relied 
soley upon open-line credit. In 
fact, I believe that few would get 
much help at all from a bank with- 
out such a pledge of liquid assets. 

Another pledgeable asset is ac- 
counts receivable which, for ex- 
ample, the canning industry would 
not have at a time when it is 
canning the pack. 

A chattel mortgage on fixtures 
and equipment rates "way down the 
scale as compared with inventory 
as a basis for a loan. 


The accessibility of the “ware- 
house’”’ to the customer is the same 
as before he entered into the 


arrangement. It eliminates lost mo- 
tion in carting merchandise to and 
from a public warehouse, usually 
far removed. 
4. It is simple to add to or re- 
lease collateral. 
These loans are self-liquidat- 
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this inventory is immediatelyidentifiable as goods being handled by a 


ing, there being no question about 
what happens to the proceeds of 
the sale of goods. If the borrower 
wishes to reborrow the money paid 
for goods withdrawn, he merely 
puts fresh goods into the warehouse 
and starts all over again. 


We have found this method of 
furnishing working capital to cus- 
tomers who would otherwise be 
unable to finance expansion of 
sales to be a mutually agreeable 
way of settling that age-old prob- 
lem of letting the customer have 
his pie and eat it too. 





Seven Benefits To The 
Borrower 


1. The customer gets working 
capital quicker than if he used 
open-line credit. 


2. Many businesses could not 
get advances from the bank as 
needed if they did not pledge 
their assets. 


3. While accounts receivable 
can be used as collateral, there 
are many firms which do not 
have them at the time they need 
money. 


4. The accessibility of the 
warehoused goods is as con- 
venient as before the loan. 


5. No extra carting is needed 
as when public warehouses are 
used. 


6. It is simple to add to or re- 
lease collateral. 


7. If the borrower wishes to 
reborrow, he simply adds fresh 
inventory and has new receipts 
issued. 
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‘ The problem of banks today is not only how to 
| make more loans but how to make them safer. With 
a growing demand for extra cash working capital 

on the part of business — and with inventories at 

5 an all-time high of 38 billion dollars—more and 





‘ more banks are turning to field warehousing as 
3 a means of safeguarding their commercial loans. 
4 Douglas-Guardian—"the bankers’ field warehouse 
company’—has served more than 2500 banks 
throughout the country and field warehoused 
more than 400 different types of items.We issue 
bona fide warehouse receipts without moving 
inventory off the borrower's premises and cooper- 
. ate with you and your customers in working out 
“ . . 
\ sound, profitable loan transactions. 
WAREHOUSE CORPORATION <B 
t 4 ” 
‘the Bankers’ Field Warehouse Company 
NEW ORLEANS I, Lo., » Front St. LOS ANGELES 14, Calif., Garfield Bidg. SPRINGFIELD, Mo., Holland Bidg. 
NEW YORK 4, N.Y., 50 Broad St. MEMPHIS 3, Tenn., Porter Bidg. TAMPA 2, Fia., 416 Tampa St. 
CHICAGO 2, Ill., 173 W. Madison St. PHILADELPHIA 2, Pa., Girard Trust Bidg. EL PASO, Tex., First Nat’! Bank Bidg. 
ATLANTA 3, Ga., Hurt Bidg. PORTLAND 4, Ore:, U. S. Nat'l Bank Bidg. HARTFORD 5, Conn., 945 Asylum Ave. 
CLEVELAND 14, Ohio, Union Commerce Bidg. ROCHESTER 4, N.Y., Commerce Bidg. KANSAS CITY, Mo., 1207 Grand Ave. 
DALLAS 1, Texas, Tower Petroleum Bidg. SAN FRANCISCO 4, Calif., 300 Montgomery $1. JACKSONVILLE 1, Flo., 601 Florida Theater Bldg, 
EASTON, Md., 438 South Stre@t.on SPRINGFIELD 3, Mass., 172 Chestnut St. PHOENIX, Ariz., 1516 Flower Circle North 
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Personnel Turnover Reduced 45 Per Cent 


This bank has reduced turnover by carefully selecting em- 


ployees who will make banking a career. A 
bonus and a satisfactory salary schedule have helped to develop 
a permanent staff. 


HE turnover of personnel has 

been reduced approximately 
45% since the year-end of 1945. 
This has been brought about by 
endeavoring to employ those indi- 
viduals who, at the time of employ- 
ment, would seem to be permanent 
in nature. Such personnel has been 
available in required numbers, 
though principally female, since 
the close of the war. The installa- 
tion of a “cost-of-living” bonus and 
the maintenance of a satisfactory 
salary schedule has, in our opinion, 
helped to reduce the turnover too. 


Conferences are held with the 
personnel of the various depart- 
ments, errors are pointed out, and 
requests to be more careful have 
been very effective. It is thought 
that some reward, as an incentive 
to a greater degree of efficiency, 
might prove beneficial. Such a re- 
ward would be in cash, time off, or 
some other form of remuneration 
to the employee. 

For some time, the only training 
carried on for new employees has 
been productive on-the-job train- 
ing. (We have had only one veteran 
who has drawn any federal govern- 
ment pay for on-the-job training) . 
Those employees who are advanced 
also receive productive on-the-job 
training for higher positions. 

We have no preliminary non- 
productive training for the new 
employees or those employees to be 
advanced; except Customary indoc- 
trination. It is thought that con- 
ferences, training films, general 
discussion groups, all with proper 
supervision, can be very effective 
for both the new and old em- 
ployees. We plan, within the near 
future, to use training films and 
supervised group discussions. 

Recently, a survey of our entire 
operations was made with the as- 
sistance of Burroughs Adding 
Machine Co. It has been felt by 
the management of this bank, and 
was confirmed by the representa- 
tive of Burroughs, that this bank 
was operating with fewer employees 
and doing a greater productive job 
than banks of comparable size and 
activity in this area. It is felt that 
12 


By C. E. McCUTCHEN 


President, The First National Bank 
of Wichita Falls, Tex. 


a rather high morale on the part of 
employees is responsible for their 
willingness to handle the volume 
they do. 

We do not use a single posting 
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Training is supplied at no cost to the employee. 


operation; however, one run of our 
individual ledger posting is done 
on the morning following the pre- 
vious day’s business, but individual 
ledgers and statements are com- 
pletely posted prior to the opening 
of the bank. There is no hold-over 
work so far as our general books 
are concerned, however. 


Employees Are Sold On These Seven Benefits 


1. Permanent Work. 
2. Satisfactory salary. 


3. Paid vacations. 
6. Advancement on merit. 
7. Retirement benefits. 





4. Training at no cost to 
the employee. 
5. Pleasant working quarters. 


“cost-of-living” 


Unfortunately, we have found no 
way to expedite the acquisition of 
new employees, particularly male. 
We think we are going to go into 
the schools at graduation time to 
get the type of male personnel we 
desire. Young men will have to be 
interested in banking. A selling 
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job backed up by “delivery of goods 
sold” is going to have to be done. 
The selling points will be: per- 
manency of position, satisfactory 
salary schedule, paid vacations, 
training programs at no cost to the 
individual, pleasant surroundings, 
job advancement, and possibly re- 
tirement benefits. 
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can Domes 


THE HOME OF 


TAGECOACH and Ohio steam- 
boat were the main methods of 
transportation a century ago in what is 
now West Virginia; communication 
was also slow and uncertain. Neverthe- 
less, in spite of these and other obstacles 
in 1840 Alexander Campbell founded 
Bethany College, dedicated to‘‘develop- 
ment of character, education of the 
heart, opportunity for free inquiry.” 
Now one of the older colleges west of 
the Alleghenies, Bethany offers endur- 





Guests Clay, Davis, Garfield and Lee slept on this rope bed 
May, 1948 


OMewunder Camplll 


CRUSADER FOR FREE INQUIRY 


House was started about 1793 by Campbell's father-in-law from lumber grown and whipsawed in the vicinity 


ing evidence of the founder's achieve- 
ments as first president and energetic 
builder of its endowment. 

The Irish-born Campbell emigrated 
to the United States in 1808. Deliver- 
ing his first sermon in a grove, he rap- 
idly made a reputation as a preacher 
and actively identified himself with the 
current religious reform movement. 

When Campbell married Margaret 
Brown in 1811, the bride’s father gave 
them his home and farm in Bethany, 
West Virginia, in order to 
induce the young couple to 
remain with him. Thus 
Campbell ran the farm in 
addition to preaching, es- 
tablished a seminary and 
published magazines from 
his own press. So extensive 
was his printing business 
that the Federal Govern- 
ment established a post 
office for him and made 
him postmaster for some 
thirty years. His popularity 
as a speaker resulted in 
numerous journeys both 







Campbell often worked till 
midnight in this quaint study 


here and abroad where he gained ideas 
on the subject of education later used 
in his own college. 

Though Campbell’s home was en- 
larged by various additions, the oldest 
section was built by his father-in-law, 
John Brown, about 1793. A skillful 
carpenter, Brown constructed so sturdy 
a dwelling that even today the floors 
are still sound and the door is as solid 
as the day it was hung. Now under the 
joint control of the Disciples of Christ 
Historical Society and Bethany College, 
the Campbell home near the campus is 
open to visitors the year round. 

The Home, through its agents and 
brokers, is America's leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME * 
Saanance Company 


NEW YORK 
FIRE © AUTOMOBILE © MARINE INSURANCE 
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A Seven-Year Test Shows That 


Deposit Slips Need Not Be Stored | 


This bank photographs deposit slips as well as checks and 
returns both to customers with the monthly statement which 
also has been photographed. Courts accept any of these pho- 
tographs as authentic, and customers like the plan. 


ACK in 1940, we were con- 
fronted with a serious prob- 
lem in handling our storage of old 
records. We had file after file of 
old ledger sheets, and many more 
containers filled with deposit slips. 
It became necessary either to 
destroy some of the old records or 
to find additional space in which 
the current records might be stored. 
Neither one of these expedients 
appealed to us. Our senior officers 
disliked the idea of destroying old 
records, and everyone agreed that 
arranging for additional storage 
space would be expensive and diff- 
cult. 


Storage Space 
Single Posting Saved 
With the situation in mind, we 
made a thorough study of single 
posting, and finally decided that 
we would adopt the single posting 
idea with some modifications. 





The Benefits 

1, Less record storage space 
is needed. 

2. A more complete audit of 
each customer account is made 
possible. 

3. A deposit posted to the 
wrong account is more likely to 
be discovered before the state- 
ments are mailed. 

4. Customers appreciate hav- 
ing the deposit tickets as a 
means of verifying their own 
accounts. 





We first arranged to photograph 
statements at the end of the month, 
and filed the film instead of ledger 
sheets. This eliminated the neces- 
sity of finding more space to store 
ledger sheets, but there was still 
the problem of storing bulky de- 
posit slips. 
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By R. C. AYRES 


Ass‘t. Cashier, National City 
Bank of Dallas, Tex. 





When deposit slips are photographed, they 
need not be stored but can be returned to 
customers. 


Deposit Slips Photographed 
And Returned 


Our final conclusion was that we 
would photograph these deposit 
slips along with the checks and 
then return the deposit slips as well 
as the checks to the customer. This 
plan reduced our need for storage 
space, so our storage problem was 
taken care of. It must be admitted, 
however, that the idea of returning 
deposit slips was not at first wel- 
comed by all officers. It is almost 
a tradition that deposit slips must 
be retained forever, because they 
contain the handwriting of the cus- 
tomer and represent his authority 
to the bank to care for his money. 

When we checked into this 
theory, we learned that many, if 
not most, deposit slips are made on 
the typewriter. 


Courts Accept Photographs 
As Authentic 
When we checked into the com- 
parative value of photographs of 
the original records and the records 


themselves, we learned that photo- 
graphs have been presented as evi- 
dence in many courts, and the 
courts have accepted photographic 
reproductions of original records as 
being just as authentic as the 
records themselves. In other words, 
the bank is fully protected, we are 
sure, when it has photographs of 
checks and deposit slips. So there 
is no necessity to store the bulky 
slips. 


Like other banks of the country, 
we have had a problem in handling 
the increased number of items 
going through the workroom. Any- 
thing we can do to simplify the 
handling of these items is certainly 
a saving. We must be sure that we 
do not sacrifice protection to save 
a little time. But the records of 
many court cases convinced us that 
we were not sacrificing any protec- 
tion when we gave up the deposit 


slips and retained photographs of 
them. 





The Routine 


1. After the posting, checks 
and deposit tickets are photo- 
graphed on one film and lab- 
eled with the date of posting. 


2. The deposit tickets are filed 
with the checks. 


3. The account is audited at 
the end of the month by com- 
paring the number of checks 
and deposit slips in the file with 
the entries on the statement. 


er 

There was a second question in 
connection with the decision to 
return the slips to customers, and 
that was the customers’ reaction. 
Some officers raised the point that 
the customer would not care to 
have them, and might even resent 
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A Bank Is Known... 


... by the prompt, dependable attention 
it gives to the day-by-day needs of its 


correspondent banks. 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 








Both deposit slips and checks are photographed and returned to customers‘each month. 


The bank, by this plan, saves 96% 
to store deposit slips. 


having them returned. For this rea- 
son, we made a special announce- 
ment of our intention and set forth 
the advantages we believed the 
returned slips would be to the 
customer. 

Customers Were Favorable 

To The Plan 

We have a customers’ house 
organ called “The Liberty Letter,” 
which we give to customers each 
month. In the issue of this house 
organ published just before the 
first deposit slips were returned, 
we printed the following letter 
signed by our president: 

“Hereafter, our bank will return 
all deposit slips, in addition to 
cancelled checks and statement 
on each account, at the end of each 
month. Thus, each depositor will 
be returned a complete and de- 
tailed account of every transaction 
he has with our bank. 

“Our own needs are fully satis- 
fied by the photogrz aphic records we 

make of each transaction; the film 
being permanently filed for any 
need that may arise. 

“A pioneer in the use of photo- 
graphic records, we are the first 
bank in the southwest to reduce all 
individual account records to film. 
In doing so, we increase the con- 
venience of our service to our 
depositors.” 

While most of us were convinced 
that we were doing the right thing, 
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of the space which would otherwise be needed 


we all waited eagerly for the re- 
sponse from customers. During the 
summer, we received comments 
from approximately one-half of our 
depositors, and these comments 
were all favorable. 

Many of them stated that it is 
much easier to balance their state- 
ments with their own books when 
the deposit tickets themselves are 
returned along with the checks. 


Accounts Now Audited 
More Easily 


Perhaps one of the most impor- 
tant advantages the bank has 
gained from this system is that we 
now have a routine for auditing 
each individual account before the 
Statement is returned. Formerly, 
we counted only the checks and 
compared the count with the num- 
ber of checks listed on the state- 
ment. Now we also count the 
deposit tickets and occasionally 
disclose a deposit posted to the 
wrong account. By making this 
audit before the statement leaves 
the bank, we are able to correct an 
error of this sort, thereby saving 
ourselves much serious embarrass- 
ment. 

Of course, we do not mail the 
statements until after the film of 
the statements has been developed 
and returned to us and we see that 
every photograph is perfectly clear. 
If it should happen that something 


would go wrong with the film, such 
as being lost in transit between the 
bank and the developers, we would 
be able to make another film, for 
we retain the customers’ ledger 


-sheets until the film is safely in 


our files. 


Any Record Is 
Quickly Found 


When it is necessary to refer to 
a statement, it is found very quickly 
by first looking for the box of film, 
which, by the way, is only four 
inches square and one inch thick, 
bearing the date of the month in 
which the statement was filed. We 
place the film in our projector and 
can examine every item on it just 
as easily as if we had the ledger 
sheet in our hands. 

This is a much faster operation 
than searching for an individual 
ledger sheet in our old storage file 
room. The entire operation is made 
simpler, yet the bank has full pro- 
tection and can readily settle any 
disputes which may arise with a 
customer as to any old entry. 

Occasionally, the court requisi- 
tions a record, usually at the sug- 
gestion of a customer who wishes 
to prove that he made a certain 
payment or deposited a certain 
check at a certain time. When such 
a record is requisitioned, we simply 
make a photographic print from 
the film, and the court has the 
evidence, which is just as satisfac- 
tory as the original. 

We follow a very simple routine. 
After the checks are posted and the 
deposits have been entered on the 
ledger sheet, both the checks and 
deposit slips are photographed. 
The deposit tickets are then filed 
along with the checks. At the end 
of the month, the account is 
audited, first by counting the 
checks and deposit slips, and sec- 
ond, if there is a discrepancy, by 
checking each voucher with the 
entry on the ledger sheet. 

We are still photographing our 
deposit tickets and returning them 
to the customers at the end of the 
month with their cancelled checks. 
The clerks who make up the state- 
ments verify the deposit slips 
against the posting on the state- 
ment sheets. 

We also make this same audit on 
the checks posted against the ac- 
counts. We find that this assists 
us in correcting obvious mistakes. 
We benefit from the single posting 
system which by verifying the 
deposits and the checks cuts down 
our errors to a low figure. 
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Your headache can rate a headline ! 
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Deposits Increase Over $60,000 





The First Month In New Quarters 


Fifty new deposit accounts were opened after the banking 
room was enlarged and modernized, and these new deposits 
totaled between $60,000 and $75,000, which was a pleasing 
addition to the $3,250,000 of deposits previous to the use of 
the remodeled quarters. 


E moved into enlarged and 
modernized quarters recently 
and, within a month, had evidence 
of the benefits we may expect to 
continue for a long time to come. 
We are conservative in an esti- 
mate of fifty new depositors. with 
total deposits of $60,000 to $75,000, 
whose accounts were opened during 
the first month after moving into 
our new quarters. Some of these 
depositors told us they were open- 





days. 


atmosphere. 


work of employees. 


Specific Benefits Resulting From 
Modernized Quarters 


By L. F. ARNOLD 


President, The Peoples State Bank 
Newton, Ill. 


ing the account because of our 
modernization. 

All of our customers are profuse 
with their praise of our new build- 
ing and the conveniences we now 
have. Many depositors have men- 
tioned the comfortable, restful at- 
mosphere of the bank. Our ladies’ 


1. At least 50 new customers opened accounts in the first 30 


2. These deposits varied between $60,000 and $75,000 at 
different times during the business month. 


3. Customers told officers they appreciate the added cus- 
tomer conveniences. They mention the comfortable, restful 


4. Improved fluorescent lighting has greatly improved the 


lounge has come in for a great deal 
of praise. 

The improvement in the work of 
our employees is largely due to the 
improved lighting. The workroom 
for the bookeepers is at the left 
of the vault and is extremely well 
arranged. I know of no way in 
which it could be further improved. 

We originally occupied a space 
of approximately 18x80 feet. ‘This 
was expanded to include an adjoin- 
ing store which doubled our bank- 
ing quarters. 

The facade of the remodeled 
bank, with a new frontage of 59 
feet, is faced with carnelian red 
Minnesota granite. The large win- 
dows create an open feeling, both 
from the interior and exterior of 
the bank. 

Plant boxes containing ever- 
greens in the large front windows 
which flank the two center alumi- 
mum doors complete the facade 
treatment with the exception that 
exterior identification is by alumi- 
num letters located directly over 
the two new entrance doors. 

The lobby, with its new terrazzo 
floor, faces the new vault and is 
centered between the tellers’ cages 
on the left and the officers’ space on 
the right. The ceiling of the public 
space is depressed from the main 
ceiling to receive flush recessed flu- 
orescent lights. The ceiling treat- 
ment throughout is designed to 
help eliminate disturbing noise and 
assure a degree of privacy for con 
versation in the officers’ quarters. 

The tellers’ cages combining wal- 
nut veneer, imported red rojo 
alacante marble, white metal, and 
plastic rods in the wicket gates, 
produce an efficient and attractive 
unit for banking. Check desk and 
wood railing are of the same wal- 
nut hardwood. 

Two settees for the accommoda- 
tion of patrons are upholstered in 
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IS A MISUSED WORD 
we tll you cractly whal we mean 


4 MONROE seeorce 


Ou: responsibility to Monroe users goes far beyond the manufacture 
of figuring and accounting machines as perfect as progressive 
engineering and quality manufacture can produce. That’s why we have 
built up a nation-wide organization of our own branches 


whose duties are summed up in the words “Service Complete in Every Detail.” 


Lf ‘Every Monroe is serviced through a Monroe-owned branch and by 

4 Monroe-trained mechanics. Throughout the machine’s long life your con- 
tact is with Monroe—our responsibility never shifts. 

Le Monroe representatives are trained to analyze your business needs—to 

(2 Suggest systems and methods. Their recommendations are backed by 35 
years of Monroe experience with the figuring and accounting problems 
of businesses large and small. 


ff Because Monroe has a broad line of machines, the Monroe representative 
(3 takes a comprehensive, impartial viewpoint . . . you get the machine that 
» meets your specific needs most efficiently and economically. 
ae Advisory service keeps you abreast of latest methods and machine appli- 
(4 cations. Operator assistance does not end with installation. It is 
constantly available —time-saving suggestions that improve your present 
operators’ Output and instruction for new ones. 


ONROE 


MACHINES ror seustness 





CALCULATING * ADDING * ACCOUNTING MACHINES 


MONROE CALCULATING MACHINE COMPANY, INC., ORANGE, NEW JERSEY 
May, 1948 









This modernized exterior helped to bring new customers to The Peoples State 
of Newton, Ill. 


a new plastic material, which has 
long wearing qualities and is easy 
to maintain. 


The Vault Is Divided Into Two 
Sections 

The new vault is divided into 
two sections. One contains the 
money and safe deposit box area, 
and the other is a separate fireproof 
record vault. 

The record vault is accessible 
only from the bookkeeping area, 
while the burglar-proof vault, with 
its safe deposit boxes, is opened to 
face the public space, allowing for 
easy passage to renters of safe de- 
posit boxes and good control by the 
bank. The opening to this vault is 
protected by the latest burglar- 
proof door and emergency venti- 
lator. The ventilator also acts as a 
communicating system from the 
vault to the outer banking area. 


Four coupon booths, finished in 
walnut, are conveniently located 
close to the new vault. The booths 
are well lighted and equipped with 
ample desk and seating space for 
the examination of safe deposit 
boxes. 


The new directors’ room, at the 
rear of the building, is ample in 
size and has fluorescent fixtures in 
addition to a large opening glazed 
with glass blocks. Separate rest 
rooms for men and women have 
been provided. 

Fluorescent and incandescent 
lighting in combination of flush, 
recessed and surface-mounted units 
is successfully used to evenly illu- 


minate the banking interior. The 


floors, with the exception of the 
public space, which is of terrazzo, 
is covered with asphalt tile. All 
ceiling areas have been covered 
with accoustical tile. 


Nearly 50% Of New York State 
Banks Now Use A Simplified 


The New York State Banker, of- 
ficial organ of the New York State 
Bankers Association reports, that 
46.8% of the 363 banks that have 
responded to the Association’s serv- 
ice charge questionnaire mailed to 
all commercial banks say that they 
are now using a simplified service 
charge formula. 


Forty-eight others say that they 
are considering adoption of either 
the recommendation for a simpli- 
fied formula made by the commit- 
tee on bank management and re- 
search of the New York Association 
or the simplified formula recom- 
mended by the Country Bank Oper- 
ations Commission of the Amer- 
ican Bankers Association. 
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Service Charge Formula 


Bankers Monthly congratulates 
those bankers who are already ben- 
efiting themselves by greatly re- 
ducing the work of computing 
service charges through the use of 
a simple formula. Those who would 
like to study articles published in 
Bankers Monthly on the subject 
will find many helpful experiences 
in the following list. This is by no 
means a complete list, but it covers 
the main points. 


Customers Can Compute Their 
Own Service Charges—April, 1943, 
page 162. 

Complicated Schedules Increase 
Analysis Costs—Sept. 1943, page 
394. 


More Money From Service 
Charges—October 1943, page 445 

A Service Charge Schedule Em- 
ployees Couldn’t Explain—Dec. 
1943, page 450. 

This Banker Suggests A Study Of 
Minimum Balances—Dec. 1943, 
page 538. 

We Eliminated The Service 
Jharge Credit—February 1944, page 
60. 

Schedule Simplified But—Service 
Charges Increased 400%—Mar. 
1944, page 113. 

A Trend Toward Simplicity In 
Bank Service Charge Schedules 
May, 1944, page 212. 

75% Of Analysis Work Saved 
With Adequate Return From 
Charges—June 1944, page 254. 

We Simplified Charges And 
javed Computing Time—Aug. 1944, 
page 360. 

One Idea Earned Over $1,000 
When This Bank Put It To Use— 
Nov. 1944, page 493. 

How to Analyze Accounts On 
The Basis Of Fundamentals—Dec. 
1944, page 541. 


One-item Service Charge In- 


stalled—Depositors Increased 35.7% 


—Dec. 1944, page 548. 

More Banks Simplify Charges— 
March 1945, page 109. 

Three Cents Per Item—By Sim- 
plified Schedules—By Long Form 
Analysis—April 1945, page 153. 

Clear Thinking On Service 
Charges—Aug. 1945, page 370. 

Customers Helped Us Install A 
Simple Service Charge Schedule— 
August 1945, page 401. 

This Bank Collects 1% Of De- 
posits As A Yearly Service Income 
—Sept. 1945, page 408. 

More From Service Charges 
Than From Exchange—October 
1945, page 462. 

Simplified Account Analysis Rec- 
ommended By The Country Bank 
Operations Commisison May 1946, 
page 214. 

Compensating Balances Are 
More Profitable Than Charges— 
October 1946, page 485. 

A Three-cent Check Charge: 1. 
Replaces Exchange. 2. Reduces 
Work. 3. Provides Income. 4. 
Pleases Customers—February 1947, 
page 80. 

We've Used A Simple Schedule 
For Service Charges For Twelve 
Years—September 1947, page 429. 

We have two portfolios contain- 
ing many oi these articles which 
are available for rental at $1 for a 
two-week period. 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET + New York 


Condensed Statement of Condition as of March 31, 1948 


Including Domestic and Foreign Branches But Not Including The Affiliated City Bank Farmers Trust Company 


(In Dollars Only— Cents Omitted ) 


ASSETS 


Cash and Due from Banks.................. $1,289,461,435 
Gold Abroad or in Transit 15,551,346 
United States Government ee (Direct 

or Fully Guaranteed). : Pyeeae 1,846,680,036 
Obligations of Other F ederal Agencies. . i 22,274,298 
State and Municipal Securities 248,241,489 
Other Securities. we ae 77,668,206 
Loans, Discounts, and Bankers’ Acceptances.. 1,275,144,519 
Real Estate Loans and Securities............ 2,803,644 
Customers’ Liability for Acceptances......... 27,555,294 
Stock in Federal Reserve Bank. were 7,200,000 
Ownership of International Banking Corpora- 

tion. . Lae Cad HR Se a ne 7,000,000 
Bank Pfemises. . ee ee ea er 28,310,012 
Other Aeséts........ wh anes Se eee 2,490,341 


ON 46 dh de iets ne bene aee $4,850,380,620 


LIABILITIES 


Deposits. . .. $4,507,009,250 
( Includes U. S. War Loan Deposit $38, 448, 698) 


Liability on Acceptances and Bills. . $38,867,644 
Less: Own eee in Port- 
ee etsncuce Qepekeee 29,096,566 


Items in Transit with Branches.............. 9,054,304 


Reserves for: 
Unearned Discount and Other Unearned 
Income. ‘ — 5,212,057 
Interest, Taxes, Other Accrued Expenses, ete. 25,672,636 
NS 60h 5/2 REGS e a testa aaas 2,325,000 
Capital. . ele thrones 77,500,000 
Surplus. . ; glia en-alaida ag: (Aree 
Undivided Profits. cite se ceces Saree 272,010,807 





| EE TT eTeI eT Ce ee $4,850,380,620 


Figures of Foreign Branches are as of March 25, 1948. 


$274,726,280 of United States Government Obligations and $2,822,350 of 
other assets are deposited to secure $229,907,678 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 








DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman and President, Inter 
national Telephone and ° 
Telegraph Corporation 


CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


GUY CARY 
Shearman & Sterling & Wright 


EDWARD A. DEEDS 
Chairman of the Board, The 
National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


A. P. GIANNINI 
Founder-Chairman, Bank 
of America National Trust 
and Savings Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


JAMES R. HOBBINS 
President, Anaconda Copper 
Mining Company 


AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 


GERARD SWOPE 
Honorary President, General 
Electric Company 


REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Rebert Winthrop & Co. 








Which of the following would 
be considered an asset of a 
bank when listed in its statement? 


a. Acceptances executed by other banks 
for our account; b. Letters of credit out- 
standing; c. Customers liability on accep- 
tances and letters of credit outstanding. 


Money from which of the fol- 
lowing items may be loaned to 
a good commercial customer? 


a. Legal reserves in the Federal Reserve 
Bank; b. Deposits; c. Cash and due from 
banks. 


On which of the following 

types of deposits do National 
banks commonly pay interest? 

a. Demand deposits; b. Time deposits: 

ce. Certificates of deposit. 

On which of the following 

items does a National bank 
commonly receive dividends? 

a. Stock in the Federal Reserve Bank: 

b. The bank’s own stock; c. Due from 

banks. 

Which of the following items 

on a bank statement are classi- 
field as liabilities? 


a. Deposits; b. Loans; c. Discounts. 


Which of the following banks 

may issue paper money? 

a. National banks: b. State banks; c. 

Federal Reserve Banks. 

On which of the following types 

of deposits are Federal Reserve 
member banks forbidden to pay 
interest? 

a. Time deposits; b. Certificates of de- 

posit; c. Demand deposits. 
8) If one depositor has a balance 

of $10,000 in bank A; $15,000 
in Bank B; and $5,000 in bank C, 
how much is protected by the Fed- 
eral Deposit Insurance Corpora- 
tion? 

a. $25,000; b. $15,000; c. $20,000. 

If you think the following 

statement is true, circle the T 
which precedes it. If you think it 
is false, circle the F. 


T. F. Negotiable instruments made for 
the purpose of borrowing money for short 
terms, the makers or indorsers of which 
have a credit standing sufficiently high to 
make a bank willing to discount the 
paper, are called “Bankable paper’’. 


If a Federal Reserve member 
bank has loaned all that it is 
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Circle the letter preceding the 
answer you think is correct in each 
case. Score yourself as follows: 


Correct answers Score 

18, 19, 20 Very Superior 
15, 16; 37 Superior 
12, 13, 14 Good 
8, 9, 10, 11 ; Average 
5,6; 7 Poor 
L, ae Very Poor 


(Answers on page 34) 





wise to lend of its own assets, which 
of the following methods couldwbe 
used to get more money to make 
loans to good local borrowers? 
a. Notes representing loans already made 
could be discounted at the Federal Re- 
serve Bank; b. It could make an assess- 
ment against its stockholders; c. It could 
issue paper money. 
If you were sight paying and 
had the following checks to be 
charged against an account with 
$10,000 balance, can you tell at a 
glance, without adding the checks, 
whether there is sufficient balance 
to pay them all or not? The checks 
were for the following amounts: 
$903; $100; $60; $604. 


Which of the following words 
is most likely to be heard in 
connection with the work of the 
Trust Department? 
a. Ledger sheet; b. Discount; c. Estate. 


When does a bank deduct the 
amount of a certified check 
from the depositor’s account? 


a. When the check is returned for final 
payment; b. At the time the check is 
certified; c. When the monthly statement 
is prepared for the depositor. 


H 4) Checks sent to the Federal Re- 

serve Bank for collection by a 
member bank are credited when 
paid to which account in the Fed- 
eral Reserve Bank? 


a. The bank’s reserve account; b. A spe 
cial account which is used only as a basis 
for drawing drafts: c. It is not credited 
at all, but a draft is sent to the bank. 


On which of the following 
items does a bank pay a stated 
percentage as dividends? 


a. Preferred capital stock; b. Common 
capital stock; c. Time deposits. 


What does the abbreviation 
Acpt. stand for? 


a. Acceptable account; b. Acceptance; c. 
Actuary. 


The Society for Savings, Cleve- 

land, Ohio reports that a cus- 
tomer came into the bank one day 
and stated that her dog had eaten 
her passbook. She wanted to know 
if she could ever get the money 
which she had on deposit. Which 
of the following would be the cor- 
rect answer to give a customer in 
such a situation? 


a. You will have to get authority from 
the president of the bank; b. No pass- 
book, no money; c. The money is stil! 
here to your credit and you can withdraw 
it or a new passbook will be issued. 


Which of the following will be 
paid promptly if there are four 
indorsements on the back? 


a. Bank check: b. Postal Money Order; 
c. Cancelled note. 


The International Trust Co. is 
in which of the following cities? 


a. Minneapolis; b. Denver; c. Omaha. 


Which of the following is an 
assignee? 
a. The person who signs a note as a 
maker; b. the person who indorses the 
note to make it payable to another; c. 
The person to whom a note is indorsed. 


Reprints Of Bankers Monthly 
Quiz Available 


Each month after Banker Month- 
ly is published, a quantity of re- 
prints of Bankers Monthly Quiz 
are printed and these are supplied 
to those of our friends who want 
to hand one to each employee to 
encourage all employees to under- 
stand all phases of banking in addi- 
tion to the work which they do. 

The reprints are supplied at two 
cents each if five or more of the 
same reprint are ordered. If less 
than five are ordered, the price is 
five cents each. With each ship- 
ment, a printed list of answers is 
also supplied. 

These reprints can be supplied 
in any quantity. Banks in 32 states 
are now using them. Address 
Bankers Monthly, 536 S. Clark 
Street, Chicago 5, Illinois. 
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Quizzes Help 





Personnel Meetings 


We hold personnel meetings 
\Vednesday morning of each week 
and we have opened the last three 
meetings with Bankers Monthly 
Quiz questions. We place the 
name ot each employee and officer 
in a box and the name drawn is 
the one of whom the question is 
asked. If that employee fails to give 
the right answer, another employee 
has the privilege of answering it. 
After the question is answered cor- 
rectly, it is then discussed. 

We do not grade the employces 
on these questions but I wish to 
state that all the employees and 
officers present get a lot of interest 
and benefit from these quiz pro- 
grams. Although some questions 
seem simple, wrong answers in 
many cases are given. I firmly be- 
lieve that these quiz programs are 
very helpful to our organization.— 
James C. Atkins, Cashier, Conti- 
nental-American Bank & Trust Co., 
Shreveport, Louisiana. 


Our City Correspondent 
Sent Us A Valuable New 
Deposit Account 

We have enjoyed an excellent, 
and I feel profitable, relationship 
with several city correspondent 
banks. One of the banks in the East 
was instrumental in our securing 
an account from a national con- 
cern which I am sure will prove 
very profitable to us. ° 

One of our Chicago correspond- 
ents arranged a clinic discussion 
lor two days which I found helpful. 
Another correspondent has made 
available for our use, various forms 
they have designed and standard- 
ized. This gives us the benefit of 
their planning, as well as lower 
prices due to the large quantities 
they purchase.—C. J. Weber, Presi- 
dent, The Security National Bank, 
Sheboygan, Wisconsin. 


Employees de a better job if they 
know why they are doing their 
work a certain way. You can’t just 
say, “Do it this way”. You must 
say, “We do it this way so the audi- 
tor can have this extra card. That 
Saves the work of running the list 


of expenses another time.” 


Directors may be held liable for 
losses due to their negligence in 
failing to use reasonable effort to 


collect slow or doubtful assets. 
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Collecting stamps 
may be great fun— 


but sticking same, 
sez me. is none! 


(1) Separate single stamp from sheet or strip ... 


(2) hold it . . . (3) moisten . . . (4) place in position on 
envelope . . . (5) press so it sticks .. . Nothing to it! 


But mail fifty letters and you feel tired. Psychologists 
explain that meticulous motions with small objects 
require concentration and exact effort—tire most 
people quickly. Stamp sticking is actually one of those 
precision jobs better done by machines than people! 
The postage meter displaces the adhesive stamp 
. . . prints postage, in any amount needed, as needed, 
directly on the envelope . . . or on gummed tape for 
parcel post...also prints dated postmark, seals envelope 
. .. Faster, better than anybody can do it by hand! 
Extra advantages: protects postage from loss or 
damage; automatically accounts for postage used. 
There’s a PB meter for any size bank. Call or 
write for illustrated booklet. 


PITNEY-BOWES 
Postage Meter 


PITNEY-BOWES, Incorporated 
3842 Pacific Street, Stamford, Conn. 


Originators of Metered Mail. Largest makers 
of mailing machines. Branches in 68 cities 
in the U.S. and Canada 














Printed Account Names 






Reduce Mis-sorts 60 Per Cent 


Name-printed checks have other advantages also, and, as a 
result, many banks are selling or furnishing free checks with 
the account name printed above the signature line. 


EVERAL thousand banks from 

coast to coast are now offering 
checks to their customers with the 
account name printed above the 
signature line. Many of them—big 
and small—are doing a splendid 
merchandising job. 

The First National Bank of Chi- 
cago decided some months ago that 
all accounts in the bank should use 
imprinted checks. For a period of 
about six years, this bank was very 
successful in selling personalized 
checks to its customers. Sales efforts 
in the bank were sustained prin- 
cipally because one department 
handled the issuance of checks, and 
this was particularly effective in the 
case of new accounts, a high per- 
centage of which used imprinted 
checks right from the start. 

As a part of the bank’s planned 
program, whenever checks were 
mis-sorted due to illegible signa- 
tures, photostatic copies were sent 
to the signature department, and 
the customers were contacted. In 
most instances, they readily agreed 
to pay for imprinted checks, but 
in cases where they refused, the 
bank supplied them free, because 
it was felt that the small cost was 
more than offset by the time saved 
in sorting. 

In addition, throughout this six- 
year period, several pieces of pub- 
licity material were used, mostly in 
the form of statement inclosures. 
So, besides establishing a high per- 
centage of new accounts on per- 
sonalized checks, an_ increasingly 
large number of established ac- 
counts became users. 

Then the bank officials surveyed 
their accounts and found that there 
were still about 15,000 not using 
imprinted checks. Following is a 
report of this study: 

“In our approach to the program 
of furnishing account name _ im- 
printed checks to our depositors, 
we first reviewed our standard 
check forms for the purpose of re- 


ducing them to as small a number 


of styles as would be practical. 
From the standpoint of paper cor- 
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Including Experiences Of 


The National Bank of Detroit, 
First National Bank of Minneapolis, 
The Toledo Trust Co. and 
The First National Bank of Chicago 


servation and for the purpose of 
holding the costs of the program to 
a minimum, we eliminated some of 
the least popular forms, which also 
happened to be the ones most ex 
pensive to print. 

“From the cancelled checks in 
our possession, we determined the 
kind of stock checks each depositor 
was using. We prepared a 3 x 5 
card showing the title of the ac- 
count, the address, and the style of 
checks used. We grouped them ac- 
cordingly. The orders were placed 
with the printer by groups, and a 
letter was sent to the depositors ex- 
plaining the program. The letters 
were written with consideration to 
the style of check in question and 
the type of account involved. The 
checks were mailed by the printer 
to the addresses furnished by us. 

“Most checks used by our com- 
pany accounts had always been im- 
printed. We make a charge for the 
imprinting of such checks which 
reflects the difference in the cost of 
blank stock checks furnished and 
the cost of the imprinting. 

“Company checks imprinted on 
the customer’s order are termed 
“imprinted” checks. Personal ac- 
count checks imprinted on the de- 
positor’s order are “personalized” 
checks, and stock checks with the 
name printed over the signature 
line and furnished gratis are termed 
“line checks.” 

“When opening new personal ac- 
counts, we point out the advan- 
tages of personalized checks to the 
depositor and to the bank and we 
have been able to maintain a very 
high percentage of sales to date. 

“The sort symbol ( a letter ) is 
quite prominently displayed to the 
right of the sigriature line. Our 
ledgers are divided into six alpha- 
betical groups, and the primary 
sort in distribution is made accord- 
ingly. We use sort letters A to F to 
designate the groups. Sort numbers 


would be preferable, but we had 
used numbers prior to a general re 
grouping in the Bookkeeping de 
partment and had to use letters to 
avoid confusion.” 


Mis-sorts Were Reduced 60% 

“The sort symbols simplify the 
sorting in distribution and the 
printed names definitely identify 
the ledger where the account is 
filed. In comparison with mis-sort 
figures before sort symbols and 
printed’ checks, we have reduced 
our mis-sorts by better than 60%.” 

At the time these signature line 
checks were sent to the customers, 
they were also offered an opportu- 
nity to purchase personalized checks 
upon which their printed names 
and addresses would appear, and 
which would be consecutively num- 
bered. Naturally, quite a few cus- 
tomers immediately ordered the 
personalized checks, thereby en- 
larging still more the number of 
bank customers who were paying at 
least a part of the check cost. 


Gift Packages Of Imprinted Checks 
Sell Customers The Idea 

A number of banks, in an effort 
to stimulate the use of personalized 
checks, have been regularly follow- 
ing the practice of picking out 100, 
500 or, in some instances, all the 
accounts not using imprinted 
checks, and supplying them with a 
gift package of 50 checks, together 
with a gold-stamped cover. Along 
with this gift goes a message ex- 
plaining the value of personalized 
checks and inviting the customers 
to purchase additional supplies as 
needed. 

This merchandising idea appears 
to be growing. One bank in Chi- 
cago makes a practice of giving 50 
checks to each new account and it 
is surprising what a high percent- 
age reorder regularly. 

Several banks—not many—have 
presented to their customers with- 
out charge an initial supply of 200 
checks instead of 50 checks. This 
is not much more costly, but it 
means that a long wait is necessary 
before the bank knows just how 
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CONTINENTAL ILLINOIS 
NATIONAL BANK 
AND [RUST COMPANY 


OF CHICAGO 


Statement of Condition, April 12, 1948 





RESOU RCES 
Cet ee Be CHR TI i. a5 hid ode chek osetia seaaseces $ 571,430,085.87 
United States Government Obligations.................. 1,097,986, 763.24 
Cr es OE Is a. 55 6.0.d cece chaciendecdkdedicetas 76,672,068.76 
i TIS oi. is 6 ko i os” ha dee inde deaaae 426,652,280.91 
Stock in Federal Reserve Bank........................... 4,050,000.00 
Customers’ Liability on Acceptances..................... 778, 290.68 
Income Accrued but Not Collected....................... 5,910,864.10 
PR DN sc cccvren hae cennegaeddeae eweteeeuneen 10,125,000.00 


$2,193,605, 353.56 


DE oc ataiccdcdsaydcasendwhss oebiasue ead $2, 002, 333,255.97 
FI iss sin ititivcndannsSindcignaceuanewarieacebeeo 778, 290.68 
Reserve for Taxes, Interest, and Expenses................ 8,992 301.38 
Mesee ve fot C DOUGAENGIES «oon kk wi ens ebb weed ceacecons 18,110,837.60 
Income Collected but Not Earned........................ 533,893.20 
Ge IE iis ks suwdniawawadwatd Weds ehy videeaneeeae 60,000,000.00 
I in ov 5:0 Swed dsb Rael aelaete eee ued tbat’ 75,000,000.00 
PIII, 6 iscivexaussatins sidesadesbeeeneey 27 856,774.73 


$2, 193,605,353.56 


United States Government obligations carried at $197,852,083.57 are 
pledged to secure public and trust deposits and for other purposes a: 
required or permitted by law 


Member Federal Deposit Insurance Corporation 
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Three Important Benefits From Account Names Printed Above The Signature Lines 


1. Mis-sorts were reduced 60% in one bank. 
2. New sorters can do accurate work with less training than 

when sorting must be done by reading hand-written signatures. 
3. Many customers are willing to pay for this type of work. 





many Customers propose to reorder. 
In the following letters, three 
other bank officers tell of benefits 
derived from printing account 
names above signature lines: 


Fewer Sorting And Posting Errors 
The imprinting of checks reduces 
sorting and posting errors and for 
that reason, we are constantly push- 
ing the sale of imprinted checks. 

Quite a few customers have ask- 
ed to have their names imprinted 
across the left end of the check. 
Our normal procedure on large- 
size checks would be to print the 
name of the account over the sig- 
nature line in the lower right-hand 
corner, or in the case of small 
checks (personal accounts ) to print 
the name of the account in the up- 
per left-hand corner. 

We do not believe printing the 
name on the left end of the check 
permits sorting as accurately as 
when the name is printed above the 
signature line.—Bruce F. Stude- 
baker, assistant vice president, Na- 
tional Bank of Detroit, Detroit, 
Mich. 


Names Printed On The Left End 
Are Not Helpful 

Our experience to date with 
checks on which the account name 
is printed above the signature line 
does not include a record as to the 
reduction in sorting errors or possi- 
ble time saved, although we can- 
not help but assume that errors 
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have been reduced and considerable 
time saved. 

The only logical place for the 
imprint, if full benefit is to be de- 
rived, is over the signature line. 
I do not believe customer reaction 
would be serious as 99 out of each 
100 would accept the location re- 
quired by the bank. 

Che depositor’s name printed on 
the left end is a lost cause, accord- 
ing to both our distribution and 
bookkeeping supervisors. They be- 
lieve that their clerks will mis-sort 
rather than to use additional time 
to turn the check.—Wade S. Eley, 
vice president The Toledo Trust, 
Co., Toledo, Ohio. 


Some Customers Have Names 
Printed On Checks Which Are 
Not The Account Names 


From the standpoint of the 
bank’s handling, we believe that 
the best place for the account name 
to be printed is above the signature 
line. However, some customers pre- 
fer to have their names printed at 
the left end, but we do not believe 
this would be as satisfactory as hav- 
ing the name printed above the sig- 
nature line. 

The ‘general practice with per- 
sonalized and business checks is to 
print the name in the upper left- 
hand corner and, sometimes, this 
is the only place where the account 
name appears. However, where for 
one reason or another the customer 


has printing in the upper left-hand 
corner which does not agree with 
the name of the account as carried 
on our ledger, we insist that the 
name of the account on our ledger 
be printed over the signature line. 

In our sorting department the 
clerks are then instructed that, 
wherever more than one name ap- 
pears on a check, the check will be 
sorted according to the name as it 
appears over the signature line. We 
are in the process of trying to elim- 
inate any check printed in such a 
manner as to confuse check 
handlers.—Fred H. Waterhouse, as- 
sistant cashier, First National Bank 
of Minneapolis, Minn. 


It should be unnecessary for more 
than one teller to hold cash items; 
and proper control accounts should 
be maintained on the General 
Ledger for their daily clearance of 
such cash items. 


For the greatest protection, re- 
turn items should not be allowed 
to be cleared through the teller or 
cage who or which originated the 
item, but should be handled by 
some person entirely removed from 
the transaction, and final clearance 
should be made through a General 
Ledger control account. 


Unannounced switches of tellers 
to other duties provide a simple 
control. 
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A Home-Planning Department is an invitation to your 
customers to discuss their problems with you...a reminder 
that you’re ready to help with appropriate advice and loans. 
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Window Displays. Manufacturers and retailers highly 
value merchandising tie-ins with local banks, a mutual- 
ly helpful type of cooperation. The National City Bank of 
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Above: Exhibit in Old National Bank of Evansville, Ind. 





Neighborly Newspaper Ads. Use your 
newspaper space to bring the readers 
interesting news about your bank and its 
people. Many banks (like the First National 
of Leesburg, Fla., above) find that such ads 


are as widely read as the news columns, result 
in more business and good will for the bank. 


The background of this advertisement is the famous Hammermill Safety Chainline design. 
There are two other pleasing background patterns to choose from. 





Cleveland does an interesting job with customers’ displays. 
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A Modern Interior. The First National Bank, Portland, Oregon, 
selected a Quonset hut for this attractive new branch, which com- 
bines adequate light, full-visibility ‘‘friendly’’ counters, easy access to 
the street—all factors that make it pleasant to do business with the bank. 


Checks on “The Best Known Name in Paper.” Your customers 
know and respect the name ‘“‘Hammermill.”” Checks on Hammermill 
Safety unobtrusively imply stability and reliable service to them. For 
samples of this fine check paper, address (on 
your bank letterhead, please) Hammermill 
Paper Company, 1505 East Lake Road, 
Erie, Pennsylvania. 
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OF AN IDEA 


The 20th Anniversary story 


of an idea which has revolutionized record-keeping procedures 


Tue IDEA WAS BORN IN THE 20’s. Early 
in the 20’s a banker, George L. McCarthy 
—seeking to bring new protection and 
speed to the recording of check transac- 
tions—came up with the unique idea of 
using photography. 

He knew that nothing matched photog- 
raphy for complete and accurate repro- 
duction at great speed... knew it to be 
basically a simple process. 

But to translate his idea into an effective business ma- 
chine, the banker had to turn inventor. In co-operation 
with Eastman Kodak Company—foremost producer in 
the photographic field—he developed the first automatic 
microfilming equipment... the Recordak Microfilmer. 


With it, a clerk having no knowledge of photography 
could record checks and other documents on film as fast 
as he could feed them into the machine: Focus, timing, 
lighting were fixed, automatic ...and the items were 
photographed at a fraction of their actual size. 


FIRST SUCCESSFUL IN BANKING. In 1928, the first Re- 
cordak Microfilmer made its bow in a bank. It proved 
a tremendous success. As the basis for the Recordak 
Transit System, it enabled the bank to make a photo- 
graphically accurate and complete record of checks 


in banking, retailing, manufacturing, and many other fields 


passing through its hands . . . brought new efficiency, 
new economy to transit operations. Other great system 
triumphs were to come... 


In 1931, the unique Recordak Single Posting System 
was installed in the nation’s largest bank bookkeeping 
department. It brought about great economies—in time, 
stationery, and machines—by eliminating duplication. 
(Only one record to post . . . only one posting a day 
... With the Recordak Single Posting System.) It also 
brought new protection to bank, depositor, employee 
... by providing a photographic record of every trans- 
action. 


So important were Recordak’s contributions, that it 
soon became the acknowledged leader in photographic 
banking systems. Today 900 of the 1000 largest banks 
in the country use Recordak microfilming—as do thou- 
sands of the smaller ones. 


THEN SUCCESSFUL IN RETAILING. Taking their cue from 
banks, retail stores were quick to see the advantages 
of Recordak microfilming. By adopting the Recordak 
Salescheck Billing System, their accounts receivable 
departments were able to eliminate time-consuming, 
costly description . . . send out the original sales checks 
with their bills . .. yet retain a photographic record for 
accounting and adjustments. 
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Because this reduced operating costs materially and 
improved customer relations, Recordak Salescheck Bill- 
ing became the basic system with leading department 
stores all over the country. 


NOW SUCCESSFUL IN FIELD AFTER FIELD. Today, the idea 
pioneered by George L. McCarthy 20 years ago has 
come into its own in many fields besides banking and 
retailing. For example: 


Railroads are using Recordak microfilming to turn 
the recording of waybills at junction points into a 
speedy photographic operation. 

Four hundred leading newspaper publishers are put- 
ting perishable newsprint back issues on Recordak 
microfilm for protection against the toll of time and the 
wear-and-tear of daily reference in city rooms, and for 
distribution to public libraries. 


Engineering firms are putting acres of blueprints on 
small rolls of film that can be carried in a brief case and 
flown to construction and repair points. 

Libraries are using it to preserve rare literary treas- 
. to make them available to scholars in photo- 
graphically exact reproductions ...to offer readers 
complete files of newspapers taking only 2% of the 
space bound volumes require. 


ures.. 





The U. S. Government is using it to give Census, 
Social Security, and millions of other records maximum 
protection in minimum space. In the war, Recordak 
provided the Government with the equipment used in 
the V-Mail System familiar to every American with 
relatives overseas. It also provided a major part of the 
equipment enabling the military, and industry, to safe- 
guard vital records . . . to “condense” plans, maps, and 
drawings for speedy transmission to far-off places. 

Hospitals are using it to make case history records 
readily available for reference and, at the same time, 
to save needed space. 

Business and industry are using it to provide branch 
offices and plants with duplicate records, parts and in- 
ventory lists . . . to condense inactive files so that bulky 
original documents may be destroyed. 


A CONTINUING SUCCESS STORY. Far as it has gone in 
its first 20 years, Recordak microfilming has a future 
limited only by the ingenuity with which it is applied. 
For as long as business history is written, there will be 
a need to record it as only photography can: with accu- 
high 


racy and completeness . . . at great reduction, 


speed, and low cost. 


That is the Recordak idea. 


RECORDAK CORPORATION 
(Subsidiary of Eastman Kodak Company) * 350 Madison Avenue, New York 17, N. Y. 


ATLANTA « BOSTON « CHICAGO « CINCINNATI * CLEVELAND « DALLAS « DENVER 
DETROIT +» HOUSTON « KANSAS CITY, MO. « LOS ANGELES * NEW ORLEANS « NEW YORK « PHILADELPHIA 
e ROCHESTER, N. Y. 


PITTSBURGH *« PORTLAND, ORE. 


e ST. LOUIS + SAN FRANCISCO «+ WASHINGTON 





SRECORDERK 


Subsidiary of Eastman Kodak Company) 


originator of modern microfilming—and its application to banking systems 


“Recordak” is a trade-mark 


(i. 1. Business Loans Have Been 
Plentiful, Profitable, And Safe 


Here is a report made to his board of directors by the execu- 
tive vice president of a bank which has followed a clearly 
defined policy on business loans to veterans. 


E have often raised a ques- 

tion among ourselves as 
Directors — “Is it worth while to 
make G. I. Business Loans?” The 
answer is still not clear, and we can 
be guided only by the record as it 
stands. 

Business loans have been granted 
by our bank to 153 veterans, and 
in some instances, repeat loans have 
been made to the same _ veteran. 
Principal advanced amounted to 
$306,218.47. Of the 153 loans — 41 
have been paid in full, claims were 
filed on three loans, and 109 re- 
main outstanding. Principal out- 
standing at 10/8/47 of $170,120.34 
(date of last examination) has been 
reduced to $145,419.95 as of 12/22/ 
47. Payments total roughly $10,000 
per month. 

A reserve has been built up of 
$43,150.84, against which two 
claims totaling $1,579.02 have been 
filed and paid by the Veterans 
Administration. A claim is now in 
process and approved for payment 
of $255.79, which will leave a net 
insurance reserve of $41,296.03 
(approximately 28%) . 

An effort has been made to de- 
termine what collateral business 
has been obtained. The following 
schedule shows that certain of the 
veterans maintain checking 
accounts. These checking accounts 
totaled $59,114.04 in a recent audit, 
and a review of the service charges 
on these accounts showed a total of 
$1,159.26 income for the 10-month 
period ending 10/31/47. Nine safe 
deposit boxes are being used. 

The American Bankers Associa- 
tion under the direction of -its for- 
mer president, Frank Rathje, a 
Chicago banker, assured everyone 
that the banks could and would see 
to it that the G. I. Bill would mean 
something — that the banks would 
do their full share toward helping 
the veterans. Our bank can be 
proud of its record to date in hand- 
ling veterans’ loans — since we have 
had to interview at least six vet- 
erans to every one that resulted in 
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By WALLACE H. McDANIEL 


Executive Vice President, 
Northwest National Bank of Chicago 

a loan. Often, we have given what 
we believe to be sound advice that 
did result in a loan transaction. 
A comparison with many Chicago 
banks indicates that we have, per- 
haps, done a better job than the 
average bank in nraking loans in 
this field of credit. 


Gains From This Bank’s 
G. |. Lending Policy 


(Based on ten months of service) 
(See table on page 32) 


1. Loans have been made to 
153 veterans—a total of 179 
loans. Two and three loans 
have been made to some — 18 
have borrowed twice, 4 have 
borrowed three times. 


2. These borrowers were en- 
gaged in 70 different lines of 
business. 


3. Total loans were 
$306,218.47. 


4. Of the 153 loans, 41 were 
fully repaid during the 10-month 
period. 


5. Claims were filed on only 
three. Two have been paid and 
one is pending. 


6. Principal outstanding is 
$145,419.95. 


7. Payments total roughly 
$10,000 per month. 


8. The balances in the check- 
ing accounts of the 153 bor- 
rowers total $59,114.04. 


9. The borrowers have paid 
service charges on their check- 
ing accounts totaling $1,159.26, 
and they have rented nine safe 
deposit boxes. 


10. Interest collected from 
these loans during the 10-month 
period totaled $21,687.54. 


It is our experience that the 
screening process is lengthy and 
therefore expensive. These business 
loans are difficult credits, at best, 
and require outside investigations 
and the best of our credit ability. 


It is my suggestion that we 
continue to liquidate our veteran 
business loans to approximately 
$100,000 in total — staying out of 
the veteran loan business until we 
reach that figure—and then—make 
veteran loans from time to time — 
taking on only the prime credits — 
in order to keep our hand in. We 
can in this way maintain the ex- 
cellent reputation our bank has 
earned in its handling of veteran 
business. The insurance reserve 
method appears entirely adequate 
to protect the bank from any dollar 
loss. 

Your suggestions are invited. A 
list of these loans which have been 
made is attached. (Reproduced in 
part on next page.) 

Although additional loans total- 
ing approximately $15,000 have 
been made since the first of the 
year—our net outstanding has been 
reduced to $118,990.42 as of March 
5, 1948. We recommend a policy 
figure of $100,000 in approximate 
loan limitation because this repre- 
sents approximately 10% of our 
bank capital. This serves as a yard- 
stick for future operations in this 
field of credit. All business loans 
are handled on the 15% insurance 
reserve basis—no exceptions —since 
it is good business to accumulate 
the reserve. 


Banks should advertise because 
they have services to sell, and be- 
cause advertising is the strongest 
selling force known to business. 
Advertising, properly planned and 
directed, has tremendous power to 
broaden the use of the product or 
service advertised.—Robert Lind- 
quist, vice president, The La Salle 
National Bank, Chicago, IIl. 
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No. 15 IN-A SERIES OF FARM COMMUNITY BUILDER STORIES .. . 


23 YEARS of 
POULTRY FINANCING 


AND WE’VE 


NEVER HAD A LOSS 


Dealer, We Built a Broiler 
Industry in Atco, N. J.,"" 


Says BANKER 
RICHARD C. EWAN 


Agricultural income from 300,000 broilers per year 
is mighty important to a town of only 1500 people. 
That’s why The Atco National Bank looks back 
with satisfaction on the contribution it has made, 
working with the Purina Dealer, in helping to build 
this broiler industry. 

Caleb B. Githens, the Purina Dealer, has been a 
key customer of the Atco Bank ever since it opened 
its doors. For 23 years, the bank has helped finance 
Githens’ customers—“‘And we've never had a loss!” 
says Cashier Richard C. Ewan. 

When Mr. Githens set out eight years ago to 
build a new broiler industry in the community, 
the bank helped in the financing of growers 
(selected and supervised by Dealer Githens). What's 
more, Mr. Ewan put displays of live, growing broil- 
ers right in the bank lobby to interest prospective 
growers in the new industry. 

Now there is more than $100,000 in bank financ- 
ing yearly involved in broilers. But, with the Purina 


Purina Dealer, C. B. Githens, left, and Cashier Dealer’s “broiler-wise” staff on the job, the bank’s 
Richard C. Ewan of the Atco National Bank, dollars have a trained watchdog with them, helping 
right, handle $100,000 in broiler paper per year. the grower, protecting the bank. 


— 
ee 


Bs THE PURINA DEALER IS A MAN 
YOU SHOULD KNOW 


Rural bankers in many other communities are 
finding their Purina Dealer a good man to 
know. He and his employees contact farmers 
day in and day out. They know when the farmer 
needs banking service, they know when the 
banker has a good risk and a bad risk. Have 
you ever discussed your services with the Purina 
Dealer? Make it a point to do it soon. Working 

ee together ... Banker and Dealer ... you can 
Sw PURINA C jowss | : build your agricultural community. 


RALSTON PURINA COMPANY 
Headquarters, St. Lovis 2, Mo. 
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Partners in COMMUNITY BUILDING 
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for which 50° guaranty loans were made. 


Name of Veteran and Business 
(The surname of the borrower 
is omitted here) 


Francis — 
Sweet Clean Laundry 
Walter — 


Painter and decorator 


Harold — 


Welding service 


Paul — 
Gift shop 
Earl — 


Gas station 


John — 
~ Photo service 
Ernest — 

Shoe repair shop 
Albert — 

Pie shop 
Ralph — 


Excavating 


Harold — 
Trucker . 
Walter — 
Vending machines 
Emil — 
Grocery 
Gustav — 
Meat market 


Lee — 
Auto repair shop 
Alfred 

Radio laboratory 
Lawrence 


Milk route 


Florian 

Auto loan 
Clifford 

Engineering 
Kopel 

Dry goods store 
Anthony 

Plastic specialties 
Curtis 

Cement contractor 


(Anna 
Confectionery 
Roy — 
Restaurant 
Robert — 
Pet shop 
Jerome — 
Tire service 
Wally — 


Delicatessen 
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Original Loan 
Amount 


..$2,060.00 


. 2,000.00 


—_ 


300.00 
408.00 
520.00 
- 2,600.00 


1,000.00 


1,500.00 
2,500.00 
1,500.00 


1,000.00 
8,000.00 


1,274.50 
800.00 


900.00 


,000.00 


200.00 


.300.00 


.200.00 
700.00 


714.50 


1,000.00 


500.00 
2500.00 
917.70 


816.00 
600.00 


1,000.00 

1,500.00 
_ 2,250.00 
_ 2,500.00 


. 5,800.00 





Loan Balance 


10/31/47 


$ 600.00 
726.62 
888.99 


260.50 
369.38 


_— 


153.60 


Paid 


541.59 
Paid 
Paid 


818.14 


i) 


122.70 
Paid 


Paid 


_ 


931.44 


371.11 
653.41 


Paid 
135.80 


Paid 
2,912.70 
1,365.85 
1,275.24 

claim filed 
150.78 
total claim 

Paid 

378.00 
Paid 
Paid 

481.46 


1,961.60 






581.20. 


Discount 
or 
Interest 


Paid to Date 


$ 131.37 
95.32 
20.93 
24.23 
30.88 

131.27 


20.40 


79.74 
100.56 
62.89 


240.00 
703.00 


72.00 
36.90 
210.00 


351.50 


89.06 
114.24 


36.00 
12.00 


$2.15 
540.00 
219.68 
219.68 
11.41 
36.72 
3.00 
87.88 
151.81 
200.22 
221.18 


336.42 


A partial list of G. I. borrowers merely to illustrate the wide variety of businesses 


Checking 
Account 
Balances 


385.44 


81.67 


310.29 
LC 


336.67 


437.83 


3.53 


947.86 
1.34 LC 


24.27 
118.79 


1,432.23 


100.33 LC 


5.62 
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Service 
Charge 
10 mo. 


$ 11.98 


12.68 


5.05 


. 


5.77 


39.39 
Vault 6.00 


21.03 


21.46 
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68 An IBM Time Stamp—to imprint entry and departure times A Landmark of Time—to provide accurate time and to attract 
of safe deposit box lessees attention to your bank 


sa TIME FOR BANKING 








75 
j An IBM Time Stamp—to imprint time of receipt and An IBM Attendance Recorder—to record employee arrival 
85 payment of notes and departure times 
77 
39 
00 
75 
00 
From the ornamental outside clock of Attendance Time Recorders, Indicating 
_ providing accurate time for the community, Clocks, Time Stamps, Signaling devices, and 
16 to the time stamp recording the receipt and _—_ Recording Door Locks throughout the bank 
25 dispatch of important papers—all time units on correct, synchronized time. These units 
show accurate, uniform time when regulated are also available for individual operation. 
by an IBM Master Control. For more information write or call the 
This Control unit will keep any number IBM branch office nearest you. 
9 TIME RECORDERS AND ELECTRIC TIME SYSTEMS 
& M Proof Machines « Electric Punched Card Accounting Machines 





and Service Bureau Facilities + Electric Typewriters 


International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y, 
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c. This item represents money 
which will later be paid to the 
bank by its customers. 


c. When money is loaned to a 

customer, it reduces the amount 
of cash and due from banks, how- 
ever, it quite commonly increases 
deposits because the customer 
usually leaves the money on de- 
posit in his own account. Further- 
more, deposits are liabilities and 
when a bank lends money, it must 
lend an asset. Cash and due from 
banks is an asset. 


band c. Time deposits include 
savings accounts. Certificates of 


TEAMWORK 





Answers To Bankers Monthly Quiz No. 59 


deposit may also be time deposits 
and commonly bear interest. 
a. All members of the Federal 
Reserve System own stock in 
the local Federal Reserve Bank and 
receive a guaranteed dividend of 
6% on that stock. 
a. Deposits are liabililties be- 
cause they must be repaid to 
the customers who own them. Loans 
and discounts are assets because 
they must be paid to the bank. 
c. There was a time when Na- 
tional Banks issued paper mo- 
ney, but that privilege was discon- 
tinued in 1935. Only Federal Re- 


Couple Up To PROFIT ! 












Preparation of the seed bed, cultiva- 
tion of the wing crop, picking and 
husking, shelling, feed grinding—all re- 
quire rugged, dependable MM Mopern 
MAcuINERY and TRACTORS built to do 
the job exactly right! MM Hi-Klear- 
ance tractor-moldboard, Wheatland 
Disk, and TRA Disc plows lead the 
parade of rugged, light-draft, good- 
scouring plows. And precision cultiva- 
tion is simple with efficient MM ‘“‘Quick- 
On— Quick-Off” Tools. Drudgery is 
eliminated from corn picking and husk- 
ing with the new 1-Row or 2-Row 
M Huskors. Longer picking rolls 
and more husking rolls give a cleaner, 
quicker handling of heavier yields. For 
smooth, large-capacity shelling you 
can’t beat the light-running MM 
SHELLERS. Gentle rubbing action rolls 
off kernels without cracking corn and 
without cracking cobs to bits. 


There’s TEAMWORK in MM TRAcTorRS 
and MM Mopern MaAcuings.. . the 
teamwork of long-life economy and de- 
pendability . . . teamwork that spells 
extra profits for a ive farmers. See 
your Friendly MM Dealer today! 





MINNEAPOLIS-MOLINE POWER IMPLEMENT COMPANY 
MINNEAPOLIS 1, MINNESOTA 








serve Banks are now authorized to 
issue paper money. 
c. There is a Federal Reserve 


Regulation forbidding mer- 
ber banks to pay interest on de. 
mand deposits. 

b. The F.D.1.C. protects $5,000 

in each bank for each customer. 


E) True. 


a. A Federal Reserve member 
bank may rediscount good 
notes with the local Federal Re- 
serve Bank in order to get addi- 
tional funds to lend its customers. 


There would be no overdraft. 

The trick is to look only at the 
hundreds or thousands. It is only 
when the amounts of hundreds or 
thousands total close to the balance 
that it is necessary to add at least 
some of the amounts. 


iW « 


Ry b. A certified check becomes an 
obligation of the bank when it 
is certified. It therefore, must be 
deducted from the customer’s ac- 
count at the time the check is 
certified. 
iL! a. A bank may check against 
its reserve account in the Fed, 
but it must always keep a certain 
percentage of its deposits in this 
account, which is known as the 
“legal reserve.” 


a. There is a stated percentage 
as dividend on all bank pre- 
ferred stock. A bank, of course, also 
pays interest on time deposits, but 
“interest” is not “dividends.” 


b. If your bank does not com- 

monly handle acceptances, it 
might be well to ask one of the 
officers to explain just what an ac- 
ceptance is. There are two types — 
a trade acceptance, payment of 
which is guaranteed by an indi- 
vidual and a bankers acceptance, 
payment of which is guaranteed by 
a bank. 


c. While rules in different 
banks may vary somewhat, it is 
commonly best to ask a depositor 
who has lost a passbook in which 
are entered receipts for savings de- 
posits, to sign an affidavit that the 
passbook was completely destroyed 
or otherwise explain what hap- 
pened to it and to indemnify the 
bank to protect it in case the lost 
passbook is presented. 
18K The number of indorsements 
is not limited on a bank check, 
but the number is limited on a 
Postal Money Order to one. Of 
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0 course, a cancelled note might have | 
ai number of indorsements on it | 


e bui, a cancelled note would not 

ne b. paid promptly because it has j sa TA OER OF 

e already been paid. Otherwise, it et et BANK, wa, anne of TRUST 
would not be cancelled. ua LL PRIOR ERDORSEME 

a ; ; APR 13 "WPA 

1) b. There is no International | § : * TRUSTCO 

r. rust Co., in either Minneap- | THE BLANK 189 
olis or Omaha, but there is one in T189_ Bacrimone, MD. 
Denver. 

er Ji) «. When there are two ee’s on 

rd the end of a word indicating 

e- a transfer of ownership, you may | 

li- know that the word refers to the | 

‘S. person who is to receive ownership. | 

rt. | NO OBLITERATION OF PRIOR 
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ly Increasing Personal Efficiency ENDORSEMENTS with the 


By Donald A. Laird, Published 


a by Harper & Brothers, 49 East 33rd 
st Street, New York 16, N.Y. Price | 
$2.50. | 
Chis is a book which will be | 
particularly helpful to bank presi- 
ay dents, personnel managers, and, in 
it 





fact, everyone in the bank includ- 
DE ing all employees. It provides 
scientific facts by the use of which 
anyone may increase the amount ‘ eee? 
of work he does, may improve his their complete legibility and clean, neat appearance. By per- 
accuracy, and may get more fun mitting endorsements to be placed at any desired position on the 
out of his work. check, this all-electric machine eliminates defacement or obliteration 
It is the opinion of the editor of of prior endorsements. 

Bankers Monthly that employees 
reading this book will be inclined 
to consider banking as a permanent 
career, anc will, therefore, yaar ee uniformly, stacks checks in sequence and has easily interchangeable 
on the job longer, thereby reducing i aN gat ; ae pier , ety 

employee turnover. It might pay operating units, including a printing head cylinder with built-in, 
anv bank to purchi ase one of these wheel type date unit and numeral wheels for batch identification. 
books and pass it arownd, or place Learn how Endorsograph can speed up and smooth out your check 
it in the bank library (if it has handling procedures. Call your Commercial Controls specialist for a 


n- ‘ z : / . i 
, one) with some special notice to demonstration. *Reg. U.S. Pat. Off. 
encourage its immediate use. 
, : ; 


HECKS endorsed with the Endorsograph are distinguished by 


in 
It is versatile, too. It can be used for straight endorsing or cancel- 


ling, in conjunction with listing or posting machines or in combina- 
tion with check microfilming. The Endorsograph prints clearly and 












he 
Any chief executive in a bank 

ic- ee a 5 

will be interested in the chapter ng sine poses donque 
red . . - " of. S ore comp. ete information con- 
of _ the effect of tcemperacure ar ef cerning the many exclusive fea- 
li. ficiency. With this chapter is a tures of the Endorsograph is 
“ thermometer which indicates the contained in this folder. Write 
4 number of errors which were made Department BM-58 for your copy. 


by bank clerks when they worked 
under different temperature con- 





nt ditions. The best temperature is 
on 68, according to this test. When the 
rt temperature gets very much above 
cn » 


70, errors begin to increase. When 


le- it gets very much below 58, errors 


MAKERS ‘OF 


he 


i , USPM METERED MAIL SYSTEMS 
increase. 
eC ai AND MAILROOM EQUIPMENT 
P- Donald Laird is a well-known 
al practical psychologist and his en- 


tire book is based upon practical 


° e ee ° 1] ice Offi in Pri: i Citi 
business experience. The book is MMERCIAL aeeeeieeecmaenaeaan 
not technical in any sense except ‘ J 


st 


rts the sense of psyc hologic al accuracy. ENDORSOGRAPH DIVISION 
k, Anyone can read it, can understand 

a it, and is likely to be inspired by it P ATION Rochester 2, New York 
Dt to make more of his business day. CORPOR Commercial Controls Canada Ltd., Toronto 1, Ontorio 
PA 
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Customers Should Be Urged 


To Write Checks Slowly 
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To BANK OF SAMPLECHECK : 4 ° ip eS 


SAMPLECHECK, KY. ] 


An Illinois bank recently cashed 
a check (like the one here shown 
in disguise) on which the numeral 
amount was carelessly written. It 
appeared to be $73.50. However, 
on the line where the amount was 
written in words, it read: “Thir- 
teen and 50/100 Dollars”. 

The teller cashed the check for 
$13.50, but the transit clerk listed 
it as $73.50 on the cash letter. That 
evening, the general bookkeeper 
found an overage of $60. 

The error was not run down that 
day. The check had already gone 
to a correspondent bank where it 
was also listed as $73.50. It went 
then to the Federal Reserve Bank 
where the error was discovered. 
The check was returned to the cor- 
respondent bank from which it had 
been received. That bank then 


photographed the check and wrote 
to the bank which had cashed the 
check over the counter as follows: 

“Listed in your ‘cash letter of 
January 15 was an item for $73.50. 
We also cleared this item through 
the Federal Reserve Bank for 
$73.50. However, that bank has 
today charged our account $60, 
stating that the correct amount of 
this item is $13.50, as evidenced by 
the photograph of the check in- 
closed. We are, therefore, charging 
your account $60 today, as shown 
by advice inclosed, and trust this 
meets with your approval.” 

The adjustment of this matter 
was made positive and easy by the 
photographic print made from the 
negative on which the checks in the 
cash letter had been photographed. 

The bank on which this check 





Banks and Bankers will find this 


institution especially well equipped to handle 


their Chicago accounts. Our complete facilities 


are at the disposal of all in need of this service. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 


208 SOUTH LA §& 


SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 









was drawn certainly should discuss 
the matter with the drawer and 
encourage him to write checks 
slowly and make sure that every 
numeral is easy to read correctly. 

It probably would be unfair to 
criticize the two transit clerks who 
listed this item for $73.50, for cer- 
tainly, the numeral amount looks 
like $73.50. 

Generally, an error like this is 
caught by the bookkeeper, but it is 
in the intermediate banks where 
the check is handled as a transit 
item that trouble is caused. 

Possibly that is one reason why 
persons who are careless in writing 
numerals on their checks are not 
talked to about the matter more 
often. The bank on which the 
check is drawn is more likely to 
post it for the right amount than 
are the correspondent banks 
through which it clears. 


No Temptation To 
“Beat The Market” 


We do not have a schedule of 
Staggered maturities on govern- 
ment bonds. We have confined 
ourselves to Treasury Bills and 
Notes. Our municipal bond port- 
folio, however, is set up on a ten- 
year schedule of approximately 
equal maturities. This schedule is, 
of course, the result of many years 
of operation and planning; how- 
ever, I do not consider it unduly 
difficult to set up such a schedule 
within one year. The benefit of 
such a schedule is that there is no 
temptation to try to beat the mar- 
ket. We consider our municipal 
bond interest account good aver- 
age or slightly above which is all 
that we are entitled to.—A. G. 
Kahn, President, Union National 
Bank of Little Rock, Arkansas. 





Loans On Land Purchased To 
Add To Production Income 
Are Always Good 


If a farmer owns and works 
eighty acres and needs a reasonable 
loan to buy the adjoining forty 
acres in order to make his present 
farm more profitable and econom- 
ical to operate, that makes a good 
loan under any conditions, almost 
any time. But, should the farmer 
want even a modest loan to buy a 
farm for speculative price advance, 
that’s not a loan that should be 
made under existing conditions.— 
C. W. Bailey, President, First Na- 
tional Bank, Clarksville, Tenn. 
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BURROUGHS 
COMMERCIAL TELLER’S 
MACHINE 


Somewhere, today, thousands of checking account cus- 
tomers are having their first experience with mechan- 
ized commercial teller operations. Like the four million 
people who have preceded them, their reaction to this 
fastest-growing customer service is bound to be one of 
unqualified approval. 


They will like it because window service is faster, and 


WHEREVER THERE'S BUSINESS THERE'S 


Burroughsey 


May, 1948 


POUR MILLION 


checking account customers 


are enjoying the benefits of 
this modern banking service 


the printed registered receipt they receive is more 
convenient than a pen and ink posted passbook. They 
will like it because it’s the modern way to do business. 
This universal customer endorsement is a paramount 
reason why banks everywhere are installing modern 
Burroughs Commercial Teller’s Machines. There are 
others equally important. Let us give you the full story. 











Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 
manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest. 


Public National 


BANK AND TRUST 

COMPANY OF NEW YORK 

_ ESTABLISHED 19068 . 
Member: New York Clearing House 


Assoctation, Federal Deposit Insurance 
Corporation 





of Los Angeles 
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SYSTEM * OVER $150,000,000 IN RESOURCES 
38 





OTHER INDEPENDENT BANKS... 


We should like to handle your cash 
items for you—we should welcome 
an account from your bank —and 
should appreciate an opportunity 
to be of service to your customers 
when they come to Los Angeles 


UNION BANK & TRUST CO 


fee 


Many requests have come to us 
in recent months for lists of articles 
published on one subject or an- 
other. This has made us feel that 
there may be many more readers 
who would like to review articles 
on certain subjects. 

As we have already announced, 
we have bound clippings of many 
articles in portfolios which are 
available to readers for rental at 
$1 for two weeks. However, we 
shall be glad also to supply a list 
of articles together with the date of 
issue and page number on any sub- 
ject. We keep a complete index, ar- 
ranged by subjects of the articles 
published in Bankers Monthly. 

It is our present plan not to 
make a charge for this bibliography 
service. As an illustration of what 
a bibliography contains, the follow- 
ing is a list of articles published on 
the subject of bank auditing pro- 
cedure: 

A Procedure Which Makes It 
Easy To Control Bank Expendi- 
tures—Feb. 1938, page 84. 

Forms Aid Control and Audit Of 
Purchases—Sept. 1938, page 558. 

How To Audit Mortgage Loans 

January 1938, page 7. 

A Simple Method Of Expense 
Control—July 1938, page 427. 

Internal Bank Management Con- 
trols—How Management Controls 
Aid Directors—August 1939, page 

JID. 


Depreciation In Equipment Sim- 


| plified—June 1939, page 367. 


| Group Control—January 1939, page , 


Efficient Bookkeeping With 


| 16. 


Wasted Time And Errors Re- 
duced—June 1940, page 326. 

Get More Exact Credit Informa- 
tion—The Circulation Principle— 
February 1940, page 76. 

Tested Technique for Control of 
Negotiable Instruments — October 
1941, page 454. 

Machines Make Auditing Easy— 
July 1941, page 301. 

These Policies Provide A Con- 
tinuous Audit Control—Sept. 1941, 
page 297. 

Automatic Audit For Drafts, 
Cashier’s Checks, Bank Money Or- 
ders—January 1943, page 10. 

How to Maintain Audit Control 
Of Collections—Sept. 1943, page 


392. 


liographies Available Listing Articles 
Published In Bankers Monthly On Many 
Technical Banking Subjects 


The Brighter Side — Employee 
‘Turnover Aids Internal Audit— 
October 1943, page 478. 

Proof Machine Aids Audit And 
Saves Much Operating Time—Oc- 
tober 1943, page 447. 

Tax Funds Provided By Accrual 
Systems—November 1945, page 504. 

How A Continuous Audit Helps 
Operating Effciency—August 1946, 
page 374. 

How We Audit Individual And 
Commercial Deposits—October 
1946, page 512. 

Depositors Willingly Help To 
Audit Our Savings Department— 
February 1947, page 74. 

Audit Control May 
Without An _ Official 
March 1948, page 32. 


Be Had 
Auditor — 


Joseph Francis Sartori 

Published by The Ward Ritchie 
Press for the Security—First Na- 
tional Bank of Los Angeles, Cal. 

Those who enjoy reading bio- 
graphy and those who might gain 
some practical ideas from learning 
how a very successful banker lived 
his life and managed his _ bank, 
should write to the bank for a copy 
of this book. It is fitting that the 
bank should publish this book for 
it contains much inspiration and 
valuable banking ideas. 

The story of Mr. Sartori’s life is 
also the story of the growth and 
development of Los Angeles from 
its early beginnings as a modern 
city to the great metropolis that we 
know today. 

As one of the city’s outstanding 
bankers and civic leaders for nearly 
60 years, Mr. Sartori left the indeli- 
ble impress of his life upon the 
character of a community. More 
intimately and directly, he incor- 
porated his policies, ideals, and per- 
sonality into a great financial in- 
stitution. 


Bankers Monthly The Most 
Authentic Bank Publication 

Dunlap C. Clark, our president, 
has always found Bankers Monthly 
to be one of the best and most 
authentic trade publications and 
tells me that he has missed it in re- 
cent months.—Jerrold Owen, Di- 
rector of Public Relations, Central 
Bank, Oakland, Calif. 
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66 was one of the best years in the 
| 947 history of the Metropolitan 
Life Insurance Company. 


“The Company’s financial position was 
excellent. More Metropolitan policyholders 
than ever before enjoyed the blessings of life 
insurance. Through investments, the Com- 
pany played a bigger role than in any pre- 
ceding year in helping to keep the wheels of 
industry turning . . . to provide jobs and 
homes . . . and to maintain high standards 
of living. 

“However, the year was not without its 
problems. Insurance costs were higher be- 
cause of lower interest rates, and because 
of the prevalent increase in the cost of goods 
and services.” 


President Leroy A. Lincoln reported these 
facts in his account of the Company’s 1947 


Policy Reserves Required by Law 


benefits. 


Reserved for Future Payment Under 
Supplementary Contracts J 


future years. 
Policyholders’ Dividends Left on Deposit . 
Reserved for Dividends to Policyholders 


to receive them. 


Policy Claims Currently Outstanding . 


Company. 


Other Policy Obligations . 
Including premiums received in advance, etc. 


Taxes Accrued 


business of 1947. 
Contingency Reserve for Mortgage Loans . 
All Other Obligations ....... 
TOTAL OBLIGATIONS .... « 


Thus, Assets exceed Obligations by 
This safety fund is made up of: 
Special Surplus Funds 
Unassigned Funds (Surplus). 





OBLIGATIONS TO POLICYHOLDERS, BENEFICIARIES, AND OTHERS 


This amount, together with future premiums and reserve 
interest, is required to assure payment of all future policy 


Policy proceeds from death claims, matured endow ments, 
and other payments which beneficiaries and policyholders 
have left with the Company to be paid out to them in 


Set aside for payment in 1948,to those policyholders ‘eligible 


Claims in process of settlement, and estimated claims that at 
have occurred but have not yet been reported to the 


Including estimated amount ‘of ta xes es payable i in 1948 on | the 


activities in a motion picture entitled “Pages 
From An Open Book.” Here are some other 
important facts about 1947 presented by 
Mr. Lincoln: 


—Payments to policyholders and benefi- 
ciaries totalled $671,000,000—topping all 
records. 


—More than 2,300,000 people bought 
Metropolitan policies during the year. The 
total of Metropolitan policyholders reached 
32,384,000. 

—At the year-end, policyholders owned a 
total of $37,250,000,000 of Metropolitan 
protection—the greatest amount in the Com- 
pany’s history. 

—Metropolitan will pay in 1948 somewhat 
more in dividends to policyholders than in 
1947, although there will be downward ad- 
justments for certain classes of business. 


OBLIGATIONS AND ASSETS — DECEMBER 31, 


(In accordance with the Annual Statement filed with the New York State Insurance Department) 


. $7,333,537,964.00 
U. S. Government 
Canadian Government 
Other Bonds 


Provincial and Municipal 


Railroad . 
Public Utility 


373,634,251.42 


Stocks 


64,747,219.00 


141,215,117.00 Farms 


Other Property 
Loans on Policies 


34,085,580.50 


in the aggregate) . 


33,550,654.32 


An Outstanding Year 
in Metropolitan’s History 


Industrial and Miscellaneous 


All but $1 ‘565, 382. 00 are © Preferred or Guaranteed. 
First Mortgage Loans on Real Estate 


Mr. Lincoln also reported that last year 
a committee representing all State Insurance 
Departments completed, as required by law, 
a periodic examination of Metropolitan. In 
their conclusions, the examiners reported: 


“The examination of the Metropolitan 
Life Insurance Company indicates that 
it is in a sound financial condition.” 


“Policy claims are paid promptly, and 
fair and equitable treatment has been 
accorded the policyholders.” 


Metropolitan’s Annual Report for 1947, 
which is entitled “Pages From An Open 
Book,” contains much additional informa- 
tion about the Company’s operations. If 
you would like to have this booklet, fill in 
and mail the coupon below. A copy will 
be sent to you without charge. 


1947 


ASSETS WHICH ASSURE FULFILLMENT OF OBLIGATIONS 
National Government Securities 


. « $3,876,921,624,32 
$3, 632, 510, 803. 00 
244,410,821.32 
rier er eee 
$ 74,399,932.15 
510,214,387.99 
975,681,105.50 
1,150,294,533.15 
105,388,903.00 


a ee ee 964,666,721.19 
$ 86,117,937.09 
878,548,784.10 
343,301,733.81 


Made to policyholders on the security ‘of their policies. 
Real Estate (After decrease by iaaraenis of $25,000,000 


208,752,510.79 


Housing projects and other real estate 
acquired for investment . 
Properties for Company use 


$ 139,090,580.35 
35,015,955.07 


Acquired in satisfaction of mortage in- 


17,704,521.00 


21,000,000.00 
29,389,937.42 


. $8,048,865,244.66 


$499,557,356.51 | 


$ 72,281,000.00 
$427,276,356.51 


debtedness (of which $19,098,579.96 

is under contract of sale) 
Cash and Bank Deposits 
Premiums, Deferred and in Course of Collection 
Accrued Interest, Rents, etc. . 

TOTAL ASSETS TO MEET OBLIGATIONS . 


59,645,975.37 
156,258,124.20 
124,836,913.79 
57,706, 111.28 

. $8,548,422,601.17 


This fund, representing about 6 per cent of the 
e Obligations, serves as a cushion against possible un- 
favorable experience and gives extra assurance that 
all policy benefits will be paid in full as they fall due. 


NOTE:—Assets carried at $412,328,264.37 in the above statement are deposited with various public officials under requirements of 
law or regulatory authority. In the Annual Statement filed with the Massachusetts Insurance Department, Policy Reserves Required 
by Law are $7,333,661 ,993.00, and All Other Obligations are $29,265,908.42. 


Se EE EO EN RS a ee a 


Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AvENUE, New York 10, N. Y. 


May, 1948 


METROPOLITAN LIFE INSURANCE CO. 
1 Madison Avenue, New York 10, N. Y. 


Gentlemen: 


STREET. 
CITY. 


Please send me a copy of your Annual Report to Policyholders entitled, 
“Pages From An Open Book.” 


NAME__ 


STATE—_—_____ 
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THE BALTIMORE AND OHIO 
RAILROAD COMPANY 


Summary of Annual Report — 1947 


TO ALL SECURITY HOLDERS: 


Industrial production in 1947 was maintained at a high level and the volume 
of freight transported by the Company was greater than for any preceding 
peacetime year. Total earnings were $367,600,700, but expenses reached an 
all-time high at $358,341,319, leaving net earnings of $9,259,381. Comparison 
with 1946 follows: 


























Year Comparison 
1947 _with 1946 
EARNINGS: 
From transportation of freight, pas- 
sengers, mail, express, etc......... $360,294,995 1 $55,310,279 
From other sources — interest, divi- 
INE IN, WE 5 oie Goss viscose ac 7,305,705 u 912,607 
ENE 5 Cap ae odeas ee ence eo Mua oem $367 ,600,700 | $56,222,886 
EXPENSES: 
Payrolls, material, fuel, services and 
SOE: Gop woes cw see es one Se $327,255,262 1 $52,381,502 
Interest, rents and miscellaneous 
RE ee ee ee ee eee 31,086,057 D 857,068 
RMN, als. 3 vib tiewio'd bie FV pan a See $358.341,319 | $51,524,434 
i ee ee $ 9,259,381 | $ 4,698,452 


The return on the Company's net investment of $956,423,861 in property 
devoted to transportation service was only 3.04%, or about half of the 
6% considered a fair return. 


Confronted by sharply higher wage and supply costs, and an inadequate 
return on investment in their properties, the railroads petitioned the Inter 
state Commerce Commission during 1947 for increases in rates and fares. 
Iwo interim freight rate increases were granted, effective October 13, 1947 
and January 5, 1948. It is estimated these interim increases will yield the 
Company 16% additional freight revenue annually based on present traffic 
volume. The Commission still has before it for final decision the petitions 
for permanent relief Passenger fares were increased June 1, 1947 from 2.2 
cents to 2.5 cents per mile in coaches, and from 3.3 cents to 3.5 cents per mile 
in Pullman cars. Increases in express rates and an interim increase in pay 
for handling railway mail were also authorized. 


The acquisition of 30 powerful steam locomotives, seven Diesel passenger 
locomotives, 1940 steel box cars, 7365 steel hopper cars, 100 express cars and 
miscellaneous passenger and work car units, at a cost of about $42,000,000, 
coupled with substantial improvements in line, track, terminals and struc- 
tures at many points on the railroad, brought B & O's transportation efficiency 
up to the highest point in its history. With the delivery of 5636 additional 
steel hopper cars, 60 Diesel road freight locomotives and 100 Diesel switchers, 
scheduled for 1948, it is believed the Company’s freight handling equipment 
should be adequate to meet traffic requirements. 


The Management acknowledges, with appreciation, the loyalty and efforts of 
officers and employees, and the cooperation of stockholders, patrons and 
agencies of the Government throughout the year. 


R. B. WHITE, President 














F.P.R. A. Is Making An 
Extensive Study of 
Public Relations 


At a meeting in Cincinnati, Ohio, 
the Financial Public Relations As- 
sociation considered some of the 
most important subjects in bank 
public relations as a beginning for 
special studies of these topics. ‘The 
meeting was almost like a conven- 
tion packed into one day. The sub- 
jects considered and those who 
spoke on them are as follows: 

“The Components of Public Re- 
lations’’—Allen Crawford, Vice 
President, Bankers Trust Co., De- 
troit, Michigan. 

“Employee Relations” —Willis B. 
Conner, Jr., Ass’t. Vice President, 
Merchants National Bank, Indian- 
apolis, Indiana. 

“Customer Relations”—Philip K. 
Barker, Vice President, Granite 
Trust Co., Quincy, Massachusetts. 

“Community Relations” —Joseph 
F. Holland, Vice President, Manu- 
facturers Bank & Trust Co., St. 
Louis, Mo. 

“Selling Bank Services’—Lewis 
F. Gordon, Vice President Citizens 
& Southern National Bank, Atlan- 
ta, Georgia. 

“Loan Policy and Its Effect On 
Public Relations’—A. G. Ropp, 
Executive Vice President, Industrial 
National Bank, Detroit, Michigan. 

“Farm-Bank Relations’—F. L. 
O’Hair, President, Central Na- 
tional Bank, Greencastle, Indiana. 

“Savings Development”—John N. 
Garver, Vice President, Manufac- 
turers & Traders Trust Co., Buf- 
falo, New York. 

“Visual Education and Showing 
of Films”—D. James Pritchard, Vice 
President, Society for Savings, 
Cleveland, Ohio. 


All Banks Have 
A Stake In Farming 


According to the Agricultural 
Committee of ABA 13,000 banks 
serve agricultural areas. That is 
90°, of all the banks in the coun- 
try. Agriculture and the Financial 
welfare of the farmer are the bread 
and butter of 13,000 country bank- 
ers. The remaining 1800 banks may 
not have thought much about the 
matter but they too, (and most of 
their customers) have a stake in 
the farm, as evidenced by a few 
simple facts: 

1. Agriculture is the biggest pro- 
ducer of new wealth and represents 
the biggest single market in the 
country. 
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2. The rural areas, (which in- 
cludes towns of 25,000 and less) 
have 56% of the retail outlets and 
buy 48% of all consumer goods 
sold in the country. 

The national income, indus- 
trial activity, and volume of pur- 
chasing power are fixed ratio to 
farm income. 

Obviously, anything which any 
of us as bankers can do for the 
economic betterment of farming is 
little more than self interest. That 
is the reason back of all farm-bank 
programs. Fred L. O’Hair, Presi- 
dent, Central National Bank, 
Greencastle, Ind. 


City Correspondents Help With 
Investment Programs 


We have found that, by visiting 
or corresponding with our city cor- 
respondents, we have been aided 
in the procurement of investments. 
We have been advised in a very 
capable manner as to which bonds 
to buy and also as to when to sell. 
We give a list of our entire bond 
account several times a year to two 
of our correspondent banks. They 
analyze this list and give us their 
opinion as to how to handle the 
bonds in our portfolio. The advice 
received has always been very good. 

Correspondent banks also give 
us a very excellent idea as to just 
how to handle loan situations, in- 
terest rates, service charges, and 
other work. 

We believe it would be very dif- 
ficult to get along without those 
banks.—R. G. Tiegs, Cashier, Farm- 
Merchants Bank, Tomah, 
Wisconsin. 


ers & 


Robert D. Kerr, Vice-president 
of the First National Bank in St. 
Louis, has been elected president 
of the Bankers’ Installment Credit 
Association of Greater St. Louis. 


Several Officers Read Each Issue 
From Cover To Cover 


We find that one copy of Bankers 
Monthly is insufficient for our use 
and therefore, I would like to sub- 
scribe for another. There are sev- 
eral of us in the bank who make 
a practice of reading each issue 
from cover to cover and it would 
be much more convenient to have 
two copies available.—R. A. Be- 
zoier, Vice President, The First Na- 
tional Bank, Rochester, Minn. 
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small personal loans. 
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Many of our biggest customers started with us 


years ago when their only requirements were 


They prospered. And they remained loyal to the 


bank that helped them begin. 


eighth largest in Missouri. 





InpusTRIAL is now fifth largest bank in St. Louis, 


* 


Many of our correspondents are building stronger 
banks through new consumer credit departments. 


They are making valuable use of our experience. 


NINTH AND WASHINGTON - - "ST. LOUIS (hb) MO. 








Borrow And Prosper 


“Borrow and Prosper” is the title 
of a new book by H. L. Edsall. The 
book is intended, the author says, 
for individuals who lack thirfty in- 
stincts. For average people, it offers 
a method of debt consolidation 
through budgets for various ex- 
penditures and the use of personal 
loans te maintain family accounts 
in a liquid position. The book con- 
tains 11 charts which the reader 
can use for bookkeeping purposes. 
You can get a copy by writing H. 
L. Edsall, P. O. Box 115, Verona, 


N. J. and enclosing $1. It might be 
a good idea to lend this book to 
depositors with small balances. 


Issuance of drafts, certificates of 
deposit, cashiers’ checks, etc., and 
their registry should not be in the 
hands of the same person or per- 
sons who officially sign and/or rec- 
oncile and prove the accounts. 
Even banks as small as those em- 
ploying three people may effective- 
ly divide these duties between two 
individuals; one to issue and sign 
and one other to prove and recon- 
cile. 


41 





N employee of this bank said 
to me today, “How few of us 
realize the seriousness of our jobs 
and the responsibilities that each 
of us carries each day!” She cited 
several important things she had 
to decide. One out of the several 
could probably mar her future with 
the bank should she handle the 
transaction improperly. 

I have just finished reading the 
February Bankers Monthly and was 
especially interested in the article 
on page 16 entitled, “Here Are 18 
Reasons Why We Make Banking 
Our Career.” 

I should like to reprint that 
article in Kentucky Banker because 
it comes from an employee of a 
bank which unquestionably is do- 
ing a splendid job toward building 
up the efficiency of its inside or- 
ganization. 

I desire to bring to the attention 
of the bankers of this state such 
subjects and articles as this because 
I think I can perform no greater 
service to them than to cause them 
to think and think hard about the 
inside organization of their banks 
and how to be constantly on the 
alert to improve that organization. 
After all, a bank cannot rise above 
the kind of service it performs to- 
ward the people whom it is now 
privileged to serve. 

I am trying in each edition of the 
Kentucky Banker to drive home 


they’re out of sight. 


The Connecticut Fire Ins. Co. 
Hartford, 15, Conn. 


Atlantic Fire Insurance Company 
Raleigh, North Carolina 


Great Eastern Fire Insurance Co. 
White Plains, N. Y. 


Where are the Costs of Yesteryear? 
W 


Well, if you are thinking of building costs, the answer is 
If you bought insurance within the 
past five years, you are probably under-insured now. 
The thing to do is to check your present insurance 
against the present cost of reproducing the property and 
then make the necessary adjustments. 


THE PHOENIX INSURANCE COMPANY 
Hartford 15, Conn. 


Reliance Insurance Company of Canada 
~ Montreal 1, Canada 





Employees Who Are Proud Of The Bank 
Are More Helpful To Customers 


this idea: The bookkeeper, the 
teller, the clerk, and everyone in 
the bank is interested in himself or 
herself, and the future is just as 
dear to him or her as it is to the 
president of the bank or to any of 
the members of the Board of Direc- 
tors. We must have a feeling pre- 
vailing among the employees of our 
banks that they are being fairhy 
treated. 

You have noticed that more and 
more banks are helping their em- 
ployees to raise their own efficiency 
so as to earn more money for them- 
selves and, consequently, for the 
bank. But there must be incentives 
ahead for people who are worth- 
while. 

There is one outstanding para- 
praph in the article I have men- 
tioned whose words are golden. 
They are as follows: “Because em- 
ployees are proud of the bank and 
the part they have in it, they 
are friendly and helpful to all 
customers.” 

This is the very essence of every- 
thing. If the employees are proud 
of the bank, they will show it in 
their attitude toward the public. 
If they don’t show their pride after 
having received consideration by 
the bank, then they should be 
replaced. We should not try to 
employ people who are not fitted 
for the work, or who are not cap- 
able of development. 











But do it now. 

















Equitable Fire & Marine Ins. Co. 
Providence 3, R. 1. 


The Central States Fire Ins. Co. 
Wichita 2, Kansas 


Minneapolis F. & M. Ins. Co. 
Minneapolis 2, Minn. 













I mean to say in my next issue 
of the Kentucky Banker that the 
magazine Bankers Monthly is cer- 
tainly putting out some very inter- 
esting and informative information 
to bankers and that they should 
read it religiously. I mean to do 
this in no half-hearted way.—A. R. 
Furnish, Editor, Kentucky Banker, 
Louisville, Kentucky, and Vice 
President, The Louisville Trust Co. 


Small Banks Can Develop 
A Cost Control Program 


Most large banks have a well-de- 
fined and well-planned “Cost 
Analysis Program.” 


The cost of developing and main- 
taining a reasonably simple pro- 
gram for a small bank should not 
be prohibitive. The benefits would 
certainly justify the expense which, 
in most cases, would be nominal. 
In these days of rising costs and low 
interest rates, a well-planned cost 
analysis program should be a must 
for all banks. 

There are several sources of in- 
formation which are of valuable 
assistance. I suggest the following 
which may be had from The Amer- 
ican Bankers Association, 12 E. 36th 
St., New York 16, N. Y. 

Booklet No. 15—“Manual for De- 
termining Per-Item Costs.” 

Booklet No, 114—“Uniform Ac- 
count Analysis.” 

Booklet—“Origin and Develop- 
ment of Charges for Banking Serv- 
ice. 

“Checking Account Service 
Charges For Country Banks.” 


“New Cost Analysis Manual.” 


Of course, there are a number of 
cost books on the market prepared 
by individuals, such as: 

“A Suggested Bank Cost Ac- 
counting Procedure” by Professor 
J. C. Gibson, University of Wiscon- 
sin. 

“A Perpetual Cost Aanalysis Sys- 
tem For The Medium-Sized Bank” 
by Clarence A. Scriver, Assistant 
Vice President of The First Na- 
tional Bank of Glen Falls, New 
York, which is distributed by the 
Bankers Publishing Company of 
Cambridge, Massachusetts. 

In addition to the above, The 
National Association of Bank 
Auditors and Comptrollers is vi- 
tally interested in this subject and 
any bank officer desiring informa- 
tion and help with respect to the 
installation of a cost analysis proce- 
dure can write to the National 
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NATIONAL BANK 
OF DETROIT 


DETROIT, MICHIGAN 
Complete Banking and Trust Service 


STATEMENT OF CONDITION, APRIL 12, 1948 





RESOURCES 













Cash on Hand and Due from Other Banks . : . t 5 $ 301,186,066.00 
United States Government Securities. 4 j . ‘ ‘ 585,280,286.22 
Stock of the Federal Reserve Bank . n F : P r 1,500,000.00 
Other Securities. : ; , F . ‘ . ‘ ‘ 70,399,809.18 
Loans: 

Loans and Discounts . : , ; é . ‘ ‘ $ 185,099,958.17 

Real Estate Mortgages ; ’ ; ‘ 51,406,504.23 236,506,462.40 
Branch Buildings and Leasehold Improvements . F ‘ ; 1,533,119.92 
Accrued Income Receivable. , . ; . , , 3,511,527.41 
Customers’ Liability on Acceptances and Letters of Credit : 3,412,476.38 | 





















$1,203,329,747.51 














LIABILITIES 
| Deposits: 
Commercial, Bank and Savings . a ? P ‘ . $1,062,855,427.74 
United States Government ; - ‘ m é ‘ 43,670,054.06 
Other Public Deposits : ’ . . P e P 28,995,197.47 $1,135,520,679.27 
Accrued Expenses and Taxes Payable . P ‘ ‘ ‘ ‘ 1,374,894.50 
Income Collected—Unearned - . : 7 1,257,662.13 
Common Stock Dividend No. 28, 
Payable May 1, 1948 A , F . z ‘ 525,000.00 
Acceptances and Letters of Credit J ‘ P ‘ ‘ ‘i 3,412,476.38 


Reserves 5,505,858.35 


















Capital Funds: 
















Common Stock . . . « «© « « «+ « $ 15,000,000.00 
Surplus ; er a ee ee ee eee oe 35,000,000.00 
Undivided Profits . . . . .« « « «| 5,733,176.88 _55,733,176.88 


$1,203,329,747.51 










United States Government Securities carried at $74,229,308.65 in the foregoing state- 
ment are pledged to secure public deposits, including deposits of $10,938,713.07 of the 
Treasurer-State of Michigan, and for other purposes required by law. 





DIRECTORS 















HENRY E. BODMAN B. E. HUTCHINSON W. DEAN ROBINSON 
ROBERT J. BOWMAN JAMES INGLIS NATE S. SHAPERO 
PRENTISS M. BROWN WILLIAM S. KNUDSEN R. PERRY SHORTS 
CHARLES T. FISHER ALVAN MACAULEY GEORGE A. STAPLES 
CHARLES T. FISHER, JR. WALTER S. McLUCAS R. R. WILLIAMS 
JOHN B. FORD, JR. Cc, E. WILSON 


TRUST DEPARTMENT 


This bank acts as Trustee, Executor and Corporate Agent 


Member Federal Deposit Insurance Corporation 


May, 1948 
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Contrary to the old saying, “What you don’t know”— 
can hurt you. 

It hurts you and your children, your prospects and 
their future. 

Ignorance is the greatest and the most dangerous 
enemy in our country. Education is the all-powerful 
weapon for fighting this enemy—a weapon America 
has used with magnificent success up to now. We could 
never have attained our present place in the world with- 
out our educational system, and we can’t hold that 
place long without it. 

Today, our system of education desperately needs the 
help of every citizen. More than 350,000 of our 
teachers have left their profession in recent years, 
2,000,000 school-age children are not in school. Many 
schools lack sufficient textbooks and equipment. . . . 
We can’t win the fight with Ignorance under these 
conditions. 


WHAT CAN YOU DO? 


Begin now to take an active part in improving school 
standards in your community. First: Check up on 
educational conditions in your local schools. Second: 
Back up and work with organizations seeking to im- 
prove teachers’ working and living conditions. 

This country-wide campaign to surmount the crisis 
in- our schools needs your help now—if our world- 
famous American educational system is to serve our 
children as it should. 


Sponsored by 
RAND MSNALLY & COMPANY 
CHICAGO * NEW YORK + SAN FRANCISCO * WASHINGTON 


in cooperation with the Advertising Council, on 
behalf of the national effort to improve our schools. 


| Headquarters Office, First National 
| Bank Bldg., Chicago, Ill.—Arthur 
CR. Burbett, Comptroller, First Na- 
tional Bank, Baltimore, Md. 


Local Committee On 
Title | Loans Benefits 
The Lending Institutions 


Several years ago, a number of 
representatives of the various local 
banks met and formed a group, to 
discuss mutual problems in the 
Title I Lenders field. All partici- 
pants in the Title I field were in- 


|vited to attend. This included 


banks, finance companies, and 
Building and Loan Associations 
permitted to make loans under 
Title I of the FHA Regulations. 
The Committee meets once each 
month for informal discussions of 
current problems in the Title I 
field. The local office of the Federal 
Housing Administration has had a 
representative at all our meetings, 
and they have given us their in- 
dorsement and utmost cooperation. 
The Washington office of the FHA 
has also commented favorably on 
our activities and has suggested 
that our committee be used as a 
pattern for the organization of 
other committees throughout the 
country. The principal items of 
discussion have been dealer opera- 
tions. We have been able to con- 
trol high-pressure methods, mis- 
representation, over-pricing, poor 


| workmanship, etc. among dealers. 


Due to the informality of the 
meetings, the discussions have al- 
ways been frank and, although no 
restrictive measures are taken, each 
member knows the experience of 
the, other in reference to a dealer 
or a problem.—B. M. Jacobs, Real 
Estate Loan Department, Union 
Bank & Trust Co., Los Angeles, 
Calif. 


The Economics Of Money 
‘And Banking 
By Lester V. Chandler, Professor 
of Economics, Amherst College, 
Amherst, Mass., published by Har- 
per & Brothers, 49 E. 33rd Street, 
New York 16, N. Y., price $4.50. 
The publishers describe this 
book as: “A comprehensive and 
authoritative discussion of the func- 
tions of money, credit, and banking 
in the economic system, presented 
with unusual simplicity and clarity. 
Emphasis is placed upon the im- 
portance of monetary policy, in 
'the broad sense, for the formation 
of capital, the level of national in- 
|come in both money and real terms, 
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and the level of employment. 

‘Attention is also given to the 
effects of monetary and banking 
policies on the functioning of the 
economic system—its effects on pro- 
duction, employment, and prices. 
The social effects of monetary pol- 
icies are also considered at some 
length.” 


Money Market Primer 

By John T. Madden, Marcus 
Nadler, and Sipa Heller, published 
by The Ronald Press Company, 
15 E. 26th Street, New York City. 
Price, $3. 

The table of contents of this new 
book is an indication of its value 
to bank officers. The nine chapters 
are titled, as follows: 

How To Read The New York 

Money Market. 

How To Read The New York 
Money Market (Continued) . 
Operation Of Government Bond 

Houses. 
Effect Of The War On The 
Money Market. 

United States Government Obli- 

gations And The Banks. 

Ratio Of Capital Funds To De- 

posits Of Commercial Banks. 
Managed Currency in the 
United States. 

Public Debt Management. 

New York: A Center Of World 
Finance. 


Bankers Monthly Commended 
For Encouraging Cooperation 
Of Correspondents 

I commend you for the work you 
are doing to bring the services of 
city banks to the attention of their 
country correspondents. The more 
of this we have, the better job all 
of us in the banking profession 
will do, and certainly the closer 
will be the bond between the coun- 
try bank and its city correspondent. 
—]. J. Evans, Vice president, The 
First National Bank of Philadel- 
phia, Pa. 


Labor and Material Are now Available. We Have the 
Know-How—All We Need from You Is the Go Ahead. 


Eastern Office 


859 LEADER BUILDING 
CLEVELAND, OHIO 


May, 1948 


As BANK ARCHITECTS & ENGINEERS 


Specializing in the design of bank buildings and equipment, we are prepared to furnish 
{ Reports on the feasibility of alterations or new buildings: 
analysis, preliminary plan sketches, and cost estimates. 
{ Drawings and specifications for construction. 
{ Supervision of construction; aid in selection of contractors. 
{ Designs for lighting, decorations, furniture and equipment. 
{ Consulting services on design and construction. 


Bankers are invited to correspond with us regarding any aspect of their building. 


TILGHMAN MOYER COMPANY 
ALLENTOWN, PENNSYLVANIA 


Boston Establishes 
New Standards For 
Special Checking Accounts 


The Boston Clearing House As- 
sociation has issued an amendment 
to its rules establishing uniform 
charges for special checking ac- 
counts. The rule will be interesting 
to clearing houses in other places 
and it is quoted in full as follows: 


Special Checking Department 
Scale Of Charges 

The scale of charges to be made 
as follows: 

$2 for a book of twenty checks. 

$2 for returning an item for the 
reason “Short,” “Uncollected,” or 
“Post Dated.” 

25 cents carrying charges per ac- 
count per month. 

25 cents for issuing a statement 
other than the regular one rendered 
each 90 days. 


25 cents for returning to the de- 
positor an unpaid deposited item. 

25 cents for returning items pre- 
sented through the exchanges, 
which are not drawn on the proper 
form, or which do not carry the 
account number. 

$1 for each stop payment order. 

If a depositor avails himself of 


We invite your inquiry on our 





full list of completed banks. 








the bank’s other services, the usual 
charges are to be made. 

No charge is made for deposits. 
However, depositors are limited to 
five deposits per month; likewise, 
not more than five checks may be 
deposited in any one month. De- 
posit activity will be averaged 
where necessary over a three-month 
period. However, accounts that 
have excessive activity cannot be 
continued in the Special Checking 
Department, and no arrangement 
will be made to provide for activity 
over and above the stated limit. 


Our American Government 


The Answers To 1001 Questions 
On How It Works, by the Hon. 
Wright Patman, Published by Ziff- 
Davis Publishing Co., 350 Fifth 
Ave., New York City 1. Price, Cloth 
bound $2.75, paper $1.50. 

This question and answer book 
contains information on every de- 
partment of government. Bankers 
will get a great deal of beneficial 
information and may desire to 
place this book in the hands of 
various customers for their enlight- 
enment. The book is thoroughly 
indexed and almost any question 


about our government and _ its 
organization can be looked up 
quickly. 


A. A. HENKEL & ASSOCIATES, INC. 
Bank Designers and Sngincers 
333 NORTH MICHIGAN AVENUE 

Chicago 1 Illinois 
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New Adding Machine Builds 
Operator Efficiency 


A new electric adding machine 
has just been announced by Rem- 
ington Rand Inc., Adding, Book- 
keeping, Calculating Machines Di- 
vision. 

Designated as Model 93100-5, it 
embodies several significant im- 
provements, including cushioned 
construction for quieter operation, 
a streamlined keyboard for faster 
action and an exclusive value 
gauge for faster figure evaluation. 
These new features contribute to 
operator efficiency by increasing 
speed of figure entry, minimizing 
distracting machine clatter and per- 
mitting more rapid checking. 

As in all Remington Rand add- 
ing machines, Model 93100-5 uti- 
lizes the ten-key keyboard for touch 
method operation. Other signifi- 
cant features include the length- 
ened add-total and correction bars 
and electrified sub-total, non-add, 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 

. Bandit Resisting Enclosures 


and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 
. Calculating Machines 

. Chairs, Posture, Office 
. Changeable Signs 


Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Endorsers 

. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 

. Checking Account Systems 
. Christmas Savings 

. Coin Bags 

. Coin Boxes 

. Coin Changers 

. Coin Counting Machines 


THE BANKERS SECRETARY 
Rand McNally and Co., 536 So. Clark St., Chicago 5, Il 


. Coin Counting and Packaging = 


Machines 


. Coin Envelopes 
. Coin Sorting and Counting 


Machines 


32. Coin and Currency Trays 
. Coin Wrappers 
34. Coupon Books 
. Currency Straps 
. Dating Machines and Stamps 
37. Deposit Ticket Files 
. Desk Pen Sets 
. Duplicators 
. Expanding Filing Envelopes 
. Expanding Mailing Envelopes 
. Filing Cabinets 
. Forms, One-Time Carbon 
. Forms, Continuous 
45. Inter-Office Communicating 


Systems 


. Interest Tables 

. Lamps 

Lighting Systems, Fluorescent 
. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Past Due Notices 
Pay Roil Envelopes 


58. Personalized Checks 
. Personal Loan Advertising 
60. Personal Loan Collection 


Envelopes 


61. Personal Loan Systems 
. Photographic Bank Systems 
. Proof Machines 
. Rubber Stamps 
. Safes, Fire and Burglar-Proof 
66. Safe Deposit Boxes 
. Safe Deposit Records 
. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 
. Seals, Coin Bag 
d ewer ‘emeaapaaas 
. Stamp Ai 
. Storage Files 
. Time and Delayed Time Locks 
. Time Stamps 
. Travelers Checks 
. Typewriters 
. Typewriter Stands 
. Vaults 
. Vault Equipment 
. Visible Records 
. Window and Lobby Displays 


xers 


Please have buying information sent us on the items ciroled above. 
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repeat and direct subtraction keys. 

The new machine has a capacity 
up to $100,000,000. It is available 
with 5-inch stationary carriage and 





a 13-inch movable carriage model 
will be in production shortly. 
What the manufacturer charac- 
terizes as “streamlined action” has 
been achieved by lengthening mo- 
tor bars and changing the case 
molding. Greater facility in oper- 
ating all numeral and feature keys 
is the result of this new design. 
Further details about these new 
adding machines may be obtained 
from Remington Rand Inc., 315 
Fourth Avenue, New York 10, N. Y. 


New Post Binder Available 
National Blank Book Company, 
Holyoke, Mass., announces Lock- 
MASTER, a new, post binder. 
The result’of months of work by 
National’s Product Research De- 
partment, LOCKMASTER is said to 





offer an exclusive combination of 
post binder improvements. Its pat- 
ented opening mechanism permits 
easy, sure-lifting of the cover from 
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the posts with just a slight pressure 
of the finger. 

[his same safe device acts as a 
completely automatic locking mech- 
anism and assures secure gripping 
of the cover to the posts when re- 
placed. Locking is completely auto- 
matic. Newest item of National’s 
modern business record line, Lock- 
MASTER distribution has already 
begun through National dealers 
across the country. 


Sponge Rubber Floor Mats 
Relieve Foot Discomfort 


Designed to reduce or relieve 
the fatigue, foot discomfort, tired 
and aching leg and back muscles 
which often come to a worker who 
must stand for long hours, often in 
small space, The B. F. Goodrich 
Co., Akron, Ohio announces a new 
sponge rubber standing mat. 


Bank tellers as well as many 
others who must stand at their 
work will welcome the new mat, 
which cuts down fatigue and other 
discomforts by placing a softer ma- 
terial between feet and floor. 

The mats are % inch thick, 20 
inches long, and 18 inches wide 
weighing 314 pounds apiece. 


FOR 


Portable File Provides 
Storage Space For Stencils 


rhe Atlas Stencil Files Company 
is the manufacturer of a compact, 
little portable file that seems to 
have made its appearance in the 
nick of time. 

With more and more banks mak- 
ing greater use of the many new 


Portable 
Stencil 
File 





and improved mimeograph ma- 
chines, the need for adequate and 
proper stencil storage space be- 
comes essential. 

The portable model appears to 


HANDLING COINS 


Model No. 2X Hand Operated counts and packages 
400 coins a minute or count. 2,000 ceins into a bag. 
Weight 25 pounds. 





Model No. 4ET Motor Driven counts and packages 
800 coins a minute or twice as fast as the manual 
machine. Wear and function have been reduced to 
minimum. Weight 76 pounds. 


Both models above count all denominations, stopping 
ot 20-30-40-50 coins or will count indefinitely. 
Registers can be reset. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


May, 1948 


' Abbott Coin Handling Machines 


MODEL No. 7-5 


Abbott Motor-Driven Coin Counting Machine. A strictly 
heavy duty machine, rapid and durable, especially 
adapted for the use of Federal Reserve Banks, large 
commercial banks, Railway and Traction companies and 
others having large quantities of coins to handle. Has 
extra large revolving disc and extra large tray. Regu- 
larly furnished to lock automatically when 20-25-40 or 
50 coins have been counted, or will count coins indefinitely 
into a bag. Furnished to lock semi-automatically at any 
multiple of 100 coins. Can also be furnished to lock euto- 
matically on 100-500 or 1000 coins, at slight additional 
charge. 

Can be furnished for foreign coins and tokens at no extra 
cost. 

Other hand and electric models available. 


ese 


47 





answer this requirement. Measur- 
ing 21 inches high, 1214 inches 
wide and 814 inches deep, the file 
features special Atlas hangers which 
suspend stencils vertically and 
eliminate all danger of damage by 
folding, creasing, wrinkling or 
sticking. 

Filing capacity designates the 
portable either as No. 100 or No. 
150. The No. 100 is equipped with 
50 double hangers to accomodate 
a total of 100 stencils. The No. 150 
is equipped with 75 double hangers 
to accomodate 150 stencils. 

This attractive portable model 
plus a number of larger and more 
spacious files are available in stand- 
ard green, black crinkle or metallic 
gray from the Atlas Stencil Files 
Co., 1458 Hayden Avenue, Cleve- 
land, Ohio. 


Safe Company Provides 
Deposit Box Advertising 

The Mosler Safe Co., Hamilton, 
Ohio has announced a series of six 
folders advertising the use of safe 
deposit boxes. These are supplied 
to banks at a small cost. They have 
been worked out with a great deal 
of care and will undoubtedly aid 
in renting boxes. 








RAPID COIN ASSORTER 


Motor Driven is portable, visible, automatic. It separates 
mixed coins at the rate of 1200 a minute. The coins are put 
in the aluminum receptacle, the switch is turned on, the disc 
rotates and carries the coins up to the runway where 
quarters, nickels, pennies and dimes fall into four separate 
boxes on the left and half dollars fall into a box directly 
in front of the aluminum receptacle. Dimensions: 22” Wide, 
9” Deep, 10” high. Weight 30 pounds. Black enamelled 
finish on the steel, polished aluminum receptacle. Regularly 
equipped with 1.30th horsepower motor, 110 volts. Please 
state whether AC or DC current is used. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins 
or currency. These include various types of coin wrappers 
and currency straps . . . coin, mail bags, bond and security 
bags . . . lead seals and lead seal press . . . steel trays for 
containing wrapped coins ... currency trays. Please write 
for catalog describing these supplies and our coin handling 


: s 
machines. 


ABBOTT COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 















— what Executone 

Intercommunication 
can do for your 
business! 








Your Executone Distributor 
will Arrange a Demonstration 
in Your Own Office! 

HERE YOU ARE—instant voice contact with 
key personnel, pushbutton production 
control! Use it under actual working con- 
ditions! See how Executone gets action— 
increases executive output, increases labor 

productivity, cuts overhead! 


?; Just One Feature of the 
Complete 


Local Service 


offered only by 
Executone! 


e@ Your authorized Executone Distributor 
and his staff of engineers plan and install 
Executone Inter-communication that’s 
custom made...based on your operation 
methods, layout, communication needs. He 
guarantees Executone unconditionally ... 
with immediate servicing, standard parts 
and units for expansion and replacement. 

Distributors in 106 principal cities. Mail 
the coupon—now! No obligation. 


Hecisone 


COMMUNICATION & SOUND SYSTEMS 


a SK Me GD SEY ES TE A TRS oe 
! Mail Coupon for Further Information 

1 EXECUTONE, INC. Dept. E2 | 
1 415 Lexington Ave., New York 17, N. ¥. 
] Without obligation, please let me have— 
] O The name of my local Distributor 


-( New booklet, “How to Solve 
Communication Problems” 








Name_ - > - - 
Firm = - = 
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noe = oe eee eee ee ee ee ee eee ee ee ee 
48 


| Diebold, Inc., Graduates 


Five Service Experts 


and safes, offered under the cor- 
poration’s regular training pro- 
gram, the first class of service 
experts in 1948 was graduated re- 
cently by Diebold, Inc., Canton 2, 
Ohio. 

Five men, under the personal 
tutelage of W. L. Fisher, former 
Diebold inspector in the Northeast 
Ohio area, finished the courses. 

Training included intensified 
practice in cleaning, repairing, and 
adjusting all timelock movements, 
delayed timers, and dial locks, until 
each man demonstrated a high de- 
gree of proficiency. Also included 
in the course was actual construc- 
tion work on vault doors in the 
Diebold plants, under close super- 
vision of skilled, employees. 

Following field work with ex- 
perienced inspectors, the men will 
be ready to assume the responsibil- 
ities of a service territory of their 
own. Frank Jarvis, service division 
manager is in charge of the school, 
assisted by George Johnston, man- 
ager of the bank vault and safe in- 
spection department. 


Transparent Desk Plates 
That Highlight Names 


All of the neat, clean, sparkling 
appearance of transparent plastics 
has been captured in the new Lu- 
cite and Plexiglass desk plates of- 
fered by the Plasticraft Products 
Co. of New York. 

Beautifully engraved on the back 
surface of 4 inch thick transpar- 
ent Lucite or Plexiglass, the new 





plates feature either plasticraft spe- 
cial or block lettering. 

Light and maneuverable yet 
sturdy enough to withstand con- 
stant desk use, the desk plates are 
handsomely finished, beveled and 





: , | Now you can find any important current news 
Upon completion of courses in | 


| servicing burglar resistive vaults | Facts on File digests weekly every important 


| fully descriptive booklet. 
| Facts on File—Dept. 45-5, 516 5 Ave., N.Y.18,N.Y. 











NEWS FACTS ,”., FINGER TIPS 


item and those of the past 7 years in seconds. 


news item here and abroad. The cumulative cross 
index locates for instant reference, every name, 
date, event, figure, fact or quote. Used by Amer- 
ica’s leading authorities, industries, libraries, 
and institutions. 

SPECIAL TRIAL OFFER 
Send $1 now for one month's sample service and 








———e 


SAF-T 
SPINDLE 


Modern Bank 
Necessity. 
Attractive 
Accessory for 
Teller’s Cage - 
Bookkeeping 
Dept. - Officer's 
Desk 


Prices on Request 


MODERN DESK 
PAD MFG. CO. 


420 N. Clark St. 
Chicago 10, III. 
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Changeable Letter Signs for every purpose 
Suitable for Indoor and Ourdoor use 


SEND FOR LITERATURE 


ACME BULLETIN CORP. 
37 E. 12th Street New York 3, N.Y. 











for All Coin Machines 
Tubular and 
Cartridge Containers 


STANDARD PAPER GOODS ‘cc 


WORCESTER 8, MASS. 


CLAR-O-TYPE cleans 
typewriter type 
instantly. Economical. 
50¢. Non-inflammable. 
Order from your sta- 
tioner or typewriter 





FREE! fans 


bank advertising service 


Every ad illustrated 
with timely eye-catch- 
ing photo. Complete 


with copy and type set- 
ups in matform. Write 
for FREE Proofbook 
+200. No obligations 
EYE*CATCHERS 
Inc., 10 East 38th St., 
New York 16, N. Y. 
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high!, polished to give the letter- 
ing a pleasing highlighted effect. 
These attractive little plates 
which automatically harmonize 
with any color desk or office, are 
available in three standard sizes: 
9x 8, 2 x 10, and 3 x 12 inches. 
For additional information con- 
tact the Plasticraft Products Co., 
16 }iudson St., New York 13, N.Y. 


Water Cooler Booklet 


“Better water for better living,” 
is the theme of “The Water Cooler 
Story,” a 28-page illustrated book- 
let 1 se issued by members of the 
Drinking Water Cooler Manufac- 
turers’ Association, a division of 
the Refrigeration Equipment Man- 
ufacturers’ Association. Besides pre- 
senting a discussion of the impor- 
tance of drinking water to health, 
efficiency and morale, the booklet 
supplies descriptions and _illustra- 
tions of the general types of coolers 
on the market today and offers fac- 
tual advice on choosing the right 
type and number of water coolers 
to meet various requirements. 


All-Plastic Construction 
Feature Of New Louver 


An all-plastic commercial fluo- 
rescent louver which eliminates 
eye-tiring surface brightness con- 
trast has been marketed by Holden- 
line Co., 2301 Scranton Road, 
Cleveland, Ohio, the manufacturer. 


Named the “Arrowhead,” this 
new louver employs no metal re- 
straining parts. Sides, longitudinal 
and transverse louver sections are 
all made of the same identical ma- 


) terial. Self-locking, they are bonded 
| into an integral unit which cannot 


warp, sag, expand or discolor under 
any normal operating conditions. 

This all- plastic construction elim- 
inates objectionable dark-to-bright 
surface contrasts. And because light 
is diffused more evenly, ceiling and 
wall bright spots are eliminated 
and glare is reduced. 

The Arrowhead louver is design- 
ed to prevent dirt collection. It 
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“(We Safeguard Privacy 
of Our Customers’ Business’”’ 


We you equip your phones with the Hush-A-Phone, the 
above might well be the headlines of a newspaper ad. 
Moreover every customer visiting your bank can observe that 
you are protecting HIS privacy. 
The Hush-A-Phone is a scientifically designed phone 
silencer, weighing but 5 oz. that snaps on the transmitter of 
your phone and provides complete privacy of phone conversation. Even those seated 
at your desk cannot hear a word you say. 


The Hush-A-Phone also prevents phone talk annoyance - quiets the office; midst 
surrounding noises it improves hearing. 


More than 100,000 executives are using the Hush-A-Phone, and bankers are es- 
pecially enthusiastic. Write for literature. 


HUSH-A-PHONE CORP. 43 West 16th me New York 11, N.Y. 


“CHECK CERTIFIER 


The absolute protection against forgery 
and alteration afforded by the SECURITY 
CERTIFIER is of inestimable value to the 
Bank and its depositors. There are many 
cases of record of forgery of rubber stamped 
certified checks, 

The entire certification record, bank name, amount, 
date and serial number, is cut and printed on both 
the front and back of the check in one simple opera- 
tion, printing one side in red and the other side in 
blue. Padlock provides maximum assurance against 
unauthorized tampering. Keybase and serrating roll 
made of solid brass to prevent warping and to 
render ageless service. In use by banks throughout 
the country. 


SECURITY CERTIFIER COMPANY 
5 Beekman Street New York 7, N. Y. 





, ‘i FOR BANK 
snaps into position on the channel BLOTTERS ,oveatsino 


- . Colorful, effective blotte ially designed to 
without the use of screws and is gremete Ca ae. hea ~*~ Loans, 


held securely by spring clips. en ee ee ee oe 


’ e and Installment Loans, Safe Deposit Boxes, Sav- 
Lamp sockets have been mounted ings and Thrift Accounts. Your own personalized 


on an integral welded end plate. ee eA Se 
Sockets are thus protected during BONDSO 1463 Metcalf Ave. 
N PRESS 


maintenance or shipment. Arrow- ow onde mn 
head fixtures may be surface or mm 
pendant mounted as_ individual “ONE. OPERATION 

units or in continuous runs. Ballast Note Register Forms 


is enclosed in the channel. SIDNEY FELDSER 


Bank Printers @ Lithographers @ Stationers 
Lancaster, Penna. 





Multi-Duty Air Conditioner, 
Compact And Economical 


With the summer months rapidly 
approaching, many bankers are 
turning thoughts to ways of beat- HANDSOME SOLID BRONZE 
ing the heat . . . chief among which SIGNS AND NAME PLATES 
is the purchase of some of the latest We are specialists in designing distinctive 
all-purpose air conditioning equip- bank signs, desk plates, tellers’ signs, ete 
ment now on the market. Write today for illustrated catalog. 
Along this line, the United States - 
Air Conditioning Corp., Como 
Ave., S.E. at 33rd St., Minneapolis 
14, Minn., recently introduced a 
newly redesigned, packaged air con- 
ditioning unit that not only cools, 
but also dehumidifies, filters, circu- UNITED STATES BRONZE 
lates and ventilates. SIGN CO., INC 


. . t BM 570 Broadwa ew York 
Available in three and five ton —* 
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‘GUNSHELL code 
WRAPPERS 











- » + FOR MACHINE 
FILLING ... SAVE TIME 


HE mechanical formation of the 

gunshell wrapper affords paper 
equivalent to 3 times the inner cir- 
cumference, giving superb strength, 
neatness, and a definite greater pro- 
tection to wrapped coins. Inner con- 
volution folded to insure snug contact 
with adjacent wall aids elimination 


Qe ee eee eee ee we ee oe ee 


of oy and a center of 
wrap) nd a tightly. Made of __ 
No. “ 50 Ib. Kraft—fhe strongest. 


Symmetrically packed 1,000 to a car- 
ton, with all crimped ends turned one 


way. Great time savers for machine 
filling. 


Free Samples ¢ Write today to Dept. A. 


The C. L. DOWNEY Company 


HANNIBAL 


missouRl 


Worlds Largest Mrs. of Coin Wrcppers 


COUPOAM 
COMPANY 


NOTHING LIKE IT 


For simplicity, effectiveness and econ- 
omy in handling Time Sales Accounts, 
nothing equals the Payment Coupon 
Book. It combines all notification work, 
all posting forms and all receipts in 
one simple booklet that requires only 


a minute or two to prepare. 


Until you learn all about this modern 
method, you will never enjoy freedom 


from detail and unnecessary expenses. 


Samples of what we have done 
for others and complete informa- 
tion will be sent upon request. 
Write to head office: Indianap- 
olis 6, Indiana. 





capacities, the new unit requires 
little floor space and is ready for 
quick installation directly in the 
office to be cooled. For larger areas, 
multiple installations can be made 
to take care of the greater cooling 
requirements. A duct system for 
distributing the conditioned air 
may also be used, if desired. 

Only three simple connections 
need be made to operate the con- 
ditioner . . . to an electrical outlet, 
to the water system, and to a drain. 
A new water-saving condenser coil 
makes the unit extremely econom- 
ical to use. Oper ration of the com- 


, plete system is fully automatic, and 


can be adjusted for individual 
preferences. 

Welded steel cabinets fully glass 
fibre insulated against mechanical 
noise and heat house the condition- 
er. Standard models are finished in 
an attractive neutral shade which 


harmonizes with most interiors. 


Fair And Considerate 
Treatment Holds Employees 

I have read with interest the ar- 
ticle in the February Bankers 
Monthly by Mr. Kjos of our bank. 
Having been an employee of the 
First National of Windom for most 
of the past 17 years I can vouch for 
the success of its personnel pro- 
eram. 

I am sure that when you make 
your promised visit here and meet 
Mr. O. J. Nelson, our preside nt, 
you will see for yourself why it is a 
pleasure to work here—not only 
because of our beautiful and well 
equipped banking quarters, but 
more especially, because of the fair 
and considerate treatment the em- 
ployees always receive from presi- 
dent Nelson. —Mrs. Phylis G. Lo- 
ken, The First National Bank of 
Windom, Windom, Minn. 
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The AJAX-HERCULES Certifier 


| 

| Provides absolute protection to modern banks 
| and their depositors everywhere against fraud, 
= duplications and forgeries. 

| By a simple turn of the handle a clear impression 
| of the entire record (bank name, amount, serial 
j number and date )is macerated into the check from 
i both sides in two colors. 

| A new locking device seals the entire mechanism 
+ — assuringagainst tampering by unauthorized persons. 
| Dependable operation is assured by a magnifier 
| showing the amount at a glance. 

| No zinc die cast parts used. All wheels and 
= levers of SOLID BRASS. 

| The AJAX-HERCULES comes fully equipped in 
| any one of four different models depending on your 
+ needs. 

| 

8 

| 


AJAX TIME STAMP COMPANY, INC. 


| 368 Broadway, New York 13, N. Y. Worth 4-1666 


“They Took A Profound 
Interest In My Problems’ 


A friend of mine, the head of a 
large corporation, some years ago 
told me that his company had started 
doing business with the A. B. C, 
Bank, although they really didn’t 
need another bank any more than 
a cat needs another tail. He was, 
however, so impressed with the 
patience, conscientiousness, and 
knowledge of the bank representa- 
tive that he finally succumbed. Not 
long ago, out of curiosity, I checked 
up with him on this situation. “Yes,” 
he said, ‘‘our business has expanded 
tremendously with that bank sim- 
ply because it has taken a profound 
interest in my problems—more so 
than our other banking connections, 
That bank is really an important 
department of our business.”—O, 
H. Lamborn, director, Continental 
Bank and Trust Co., New York City. 


A Virginia banker discovered 
that a wholesale grocer had con- 
tracts with a large corporation, 
calling for the delivery of goods 
at various intervals over a period 
of six months. The quantities were 
large, and the wholesale grocer 
did not have sufficient capital to 
buy these goods in large enough 
quantities to make the greatest 
amount of profit. When the banker 
discovered this, he suggested that 
the bank would be willing to make 
a $12,000 loan so that the goods 
could be purchased in one order. 
The contracts were used as secu- 
rity, in addition to the general 
credit rating of the wholesaler. 
Each month, when deliveries were 
made and collections effected, the 
money was deposited as a credit on 
the note. Thus, the loan was self- 
liquidating. 
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Series Of Loans Started 
On A Fishing Trip 


A friend of a Wisconsin banker 
was an ardent fisherman. His luck 


was not always the best. The bank- | 


er frequently talked to him about 
his fishing. One day the banker’s 
friend said: “My daughter made me 
a fish fly, which she says will bring 
me good luck. I’m going out to use 
it tomorrow. Would you like to 
come along?” 

The banker accepted the invita- 
tion and discovered that the daugh- 
ter had made a fly that was really 
more effective than others available. 

“Your daughter has a real idea,” 
he said. “Why don’t you have her 
make some for other people?” The 
result was that, with the banker’s 
encouragement, and with loans 
from time to time, this business was 
built up until now it is the largest 
exclusive manufacturer of fish flies 
in the world. The bank has made 
many dollars of interest profits on 
this business, and the business has 
thrived. 


Knowledge Is Needed 
About The Business 
Of Each Borrower 


There are several ways you can 
gain the friendship or the confidence 
of a customer. You may find hobbies 
in common, have memberships in 
clubs giving social advantages, or 
employ other techniques. Another 
way is to know something about 
the man’s business. , 

Pretty generally, your ability to 
use the terms of the industry or cite 
familiarity with peculiar charac- 
teristics of a business or the demon- 


stration of a well rounded general | 


knowledge of most of your custom- 
ers’ problems will gain for you a 
respect and a confidence that will 
guarantee you more complete infor- 
mation on his particular operation. 
This is so true it seems trite to 
mention it.—H. T. Riedeman, vice 
president, Industrial National Bank 
of Chicago. 


It isn’t volume of business that 
counts; it’s the profit made. 


Crackpot ideas come from eco- 
nomic ignorance. Unreasonable 
customers get that way because we 
haven’t taught them what they 
should know about how to use a 
bank.—Dale Brown, assistant vice 
president, National City Bank of 
Cleveland, Ohio. 
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NUMBERED PRINTING 


There is something impressive 
about numbered printing. 
Whether the numbers appear on 
football tickets, or tax stamps, or 
currency, or credit cards, or bonds 
or bank checks, they seem to say, 
“We have been counted, we are 
recorded, treat us with respect.” 


And so all DeLuxe Personalized 
Checks are consecutively num- 
bered. It eliminates waste. It 
simplifies reconciliation. It 
encourages orderliness. It sets up 
better control all the way along 
the line and it is worth the 
trouble. 


Naturally numbering presents an 


additional chance for error in 
printing, and it necessitates care- 
ful maintenance of temperamental 
machines and requires somewhat 
more skill on the part of the 
press operator, but it provides 
the plus factor that Personalized 
Checks need to give them the 
dignity which they in turn give 
to financial transactions. 


Printed numbers are as much a 
part of DeLuxe Personalized 
Checks as the high-grade safety 
paper, the top quality printing, 
the attractive gold-stamped cover 
or the striking red box. They 
complete our package. They cost 
you nothing extra. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUI 


MAKE CHANGE, COUNT anc WRAP 





> 


COINS 









Graybar Building 


Write Today for Full 
etails on 


COIN HANDLING 
and AUDITING 
EQUIPMENT 


to meet the require- 
ments of every bank. 








te DOWNEY-JOHNSON 
COIN COUNTER MODEL 20 PH 











Save Time and Money 


with the 


DOWNEY- JOHNSON COIN COUNTER 


Count, wrap and bag pennies, nickels, dimes, quarters and halves with the 
portable Downey-Johnson Model 20-PH Coin Counter. For all its light weight 
and compact design, this advanced type unit provides the capacity and 
versatility of heavy, cumbersome, hand-driven equipment, plus all-coin flexi- 
bility. Easy to operate - - - smooth, efficient, quiet in action. Negligible mainte- 
nance. Counts and wraps 175 rolls of coins per hour and bags 35,000 coins 
per hour (based on nickels and average operator). Get full details today. 


JOHNSON FARE BOX COMPANY 


4619 NO. RAVENSWOOD AVENUE > 


CHICAGO 40, ILLINOIS 
New York, N.Y. 
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dank Notes .---- 


Evans Woollen, Jr., Chairman, 
Fletcher Trust Co. 

Evans Woollen, Jr., vice presi- 
dent of the American Bankers 
Association, and president of the 
Fletcher Trust Co., Indianapolis, 
Ind., has been named to succeed 
the late Hugh McLandon as chair- 
man of the company. 

William B. Schiltges, former first 
vice president and a member of 
the subcommittee on agricultural 
credits of the A.B.A. Federal Legis- 
lation Committee, replaces Mr. 
Woollen as president. 

Former vice president Leland 
Crawford, long identified with the 
company, was named first vice 
president. 

© 


Burgess Succeeds 
G. S. Rentschler 


W. Randolph Burgess, chairman 
of the executive committee of the 
National City Bank of New York, 
recently was elected chairman of 
the City Bank Farmers Trust Co., 
New York, to succeed the late 
Gordon S. Rentschler. 

* 
V. H. Rossetti Honored 
By L. A. Realty Board 


Victor H. Rossetti, president of 
the Farmers and Merchants Na- 
tional Bank of Los Angeles, was 
honored by the Los Angeles Realty 
Board by the presentation of the 
Service Watch, an annual award 
given to the person considered to 
have performed the services most 
useful to the community in the pre- 
ceding year. 

Particular commendation was 
given for his efforts in behalf of the 
Community Chest, the Metropoli- 
tan Water District, and Greater Los 
Angeles Plans, Inc. 

. 
J. C. Shelor Welcomed 
To Fulton Nat'l Staff 


Fulton National Bank, Atlanta, 
Ga., has announced the election 
of James C. Shelor, prominent 
southern banker, lawyer, and civic 
leader, to its staff as vice president. 
Mr. Shelor will be active in public 
relations and business develop- 
ment. 

A former vice president and sen- 
ior trust officer of the Trust Co. 
of Georgia, Mr. Shelor has been in 
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banking in Atlanta for 19 years. 
In addition to many other director- 
ships, he is chairman of the Re- 
search Council and member of the 
Trust Policies Committee of the 
American Bankers Association. 
* 

Bank of America Promotion 

Joseph F. Vanden Broecke, for- 
mer chief of the Financial Section 
of the Belgium Economic Mission 
to Washington, has been appointed 
assistant vice president in the Bank 
of America’s International Banking 
department. Mr. Vanden Broecke 
will be associated with the bank’s 
Far Eastern activitjes. 


© 
Republic National Enlarges 
Correspondent Quarters 

Republic National Bank of Dal- 
las, Tex., has equipped enlarged 
quarters for its correspondent bank 
division. Offering comfortable sur- 
roundings, as shown in the accom- 
panying illustration, the new space 
on the second floor of the bank, 
accessible from the main lobby by 
elevator, provides ample room for 
the official personnel to execute the 
many services performed for the 
bank’s correspondents, states Fred 
F. Florence, president. 

Republic correspondent division 
officers include William Z. Hayes, 
Stanley A. Longmoor, William O. 
Stevens, John K. Campbell and 
Cliff Wood. 







































































A School Of Public Relations 
Will Begin Aug. 16, 1948 


The board of directors, Financial 
Public Relations Association, voted 
to establish a School of Public Re- 
lations to be held at Northwestern 
University, Chicago, Ill., August 16 
to 28 this year. 

While enrollments will neces. 
sarily be limited at this first school, 
arrangements may later be made 
to include representatives from all 
member banks wishing to take ad- 
vantage of this 3-year course of 
two wecks’ residence annually. 

A 5-man board of managers to 
work out details on admissions, 
faculty, curriculum and all opera- 
tional matters includes the follow- 
ing: Robert W. Sparks, vice presi- 
dent, Bowery Savings Bank, New 
York, chairman; John L. Chapman, 
trust officer, City National Bank 
& Trust Co., Chicago; John R. 
Christie, junior vice president, Citi- 
zens National Trust & Savings 
Bank, Los Angeles; Swayne P. 
Goodenough, vice president, Lin- 
coln Rochester Trust Co., Roches- 
ter, N.Y.; and Lewis F. Gordon, 
vice president, Citizens & Southern 
National Bank, Atlanta, Ga. 


* 


Lewis B. Williams, chairman of 
the board of the National City 
Bank, Cleveland, was elected a di- 
rector of the Warner & Swasey Co., 
also of Cleveland. 


* 
P. J. Hanley, veteran Canadian 
banker, is the new assistant general 


manager of the Bank of Toronto, 
Toronto, Canada. 


Seated at their desks in the new and enlarged correspondent division quarters of the 
Republic National Bank, Dallas, Tex., are, left foreground to right foreground, C. B. Sullivan, 
Stanley A. Longmoor, William O. Stevens, Cliff Wood, John K. Campbell and William Z. Hayes. 
All but Mr. Sullivan are in the correspondent bank division. 


BANKERS MONTHLY 





Art 
Of 


pre 
Ba: 
cag 
the 
tio’ 
Ch 
of 

Ba 


der 
Co 
det 
pre 
Ba 
cat 
ure 


Th 


cel 
C2 
me¢ 
ba 
en 
ass 
sis 
th 
ba 





‘ial 
ted 
Re- 
mn 

16 


ol, 
ide 
all 


of 


to 
ns, 
Ya- 
OW- 
esi- 
lew 
an, 
ink 


‘iti 
ngs 


in- 
hes- 
on, 
ern 


lian 
oral 
nto, 


the 
van, 
ayes. 





Arthur T. Leonard President 
Of Corporate Fiduciaries 

Arthur T. Leonard, senior vice 
pre sident of the City National 
Bank and Trust Company of Chi- 
cago, has been elected president of 
the Corporate Fiduciaries Associa- 
tion of Chicago. He _ succeeds 
Charles J. Roubik, vice president 
of the Harris Trust and Savings 
Bank. 

William P. Wiseman, vice presi- 
dent of Chicago Title and Trust 
Company, was elected vice presi- 
dent and Louis W. Fischer, vice 
president of American National 
Bank and Trust Company of Chi- 
cago, was elected secretary-treas- 
urer. 

d 
The Detroit Bank Advances 


H. P. Carr 


The Detroit Bank announced re- 
cently the transfer of Harold P. 
Carr, assistant cashier, to the Com- 
mercial Loan department of the 
bank. Mr. Carr will do correspond- 
ent bank work and will serve as 
assistant to Glen C. Mellinger, as- 
sistant vice president in charge of 
the servicing and development of 
bank business throughout Michi- 


gan. 


C. S. Richmond Given 
La Monte & Son Promotion 
George La Monte & Son, Nutley, 
N. J.. manu- 
factures of 
safety papers, 
announced _ re- 
cently the 
appointment of 
C. Stewart Rich- 
mond as district 
managerin 
charge of sales 
for the Chicago, 
Clevland, St. 





C. Stewart Richmond 


Louis and At- 
lanta districts. Mr. Richmond has 
been associated with George La 
Monte & Son since 1927, and since 
1982 has been in charge of the 
Chicago district, He will continue 
to make his headquarters in 
Chicago. 
+ 

Valley National Elects 
L. G. Galland, Vice President 

Louts G. GALLAND, executive 
secretary of the Arizona Farmers 
Production Credit Association and 
the Phoenix National Farm Loan 
Association for almost 11 years, re- 
cently was elected a vice president 


of the V ‘alley National Bank, Phoe- 
nix, Arizona. Mr. Galland heads 
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Tue telephone was forty years old 
before there were six million Bell 
telephones in this country. Now 
there are twenty-nine million. The 
last six million have been added since 
these little tots were born — in about 
two years instead of forty. 


But growth is not the only measure 
of the increased value of your tele- 
phone service. Many new develo 

ments, worked out in Bell Telephone 
Laboratories and now being put into 
service by your telephone company, 
are extending its scope and usefulness 


There is the extension of telephone 
service to automobiles, trucks, busses, 
boats, trains and airplanes. 

There is the $200,000,000 program to 
extend and improve service in rural 
areas. Today there are 50% more 


BELL 


4O Years Growth in 2 Years 


TELEPHONE SYSTEM 

























rural telephones than when the war 
ended. 


Then there is coaxial cable, no thicker 
than your wrist, which can carry 1800 
Long Distance calls at one time. And 
along with it is a new system for 
transmitting telephone conversations 
by super- high- frequency radio waves. 
Both are designed so they can be used 

for Television as well as Long Dis- 


tance calls. 


And research on new electronic de- 
vices, now under way in Bell Tele- 
phone Laboratories, brings still wider 
horizons of electrical communication 
within view. 


It’s all a part of progress and our con- 
stant effort to make telephone service 
better and more useful for everv tele- 
phone user. 








the agricultural and livestock loans 
department of the bank. His duties 
and responsibilities will be those 
formerly handled by the late L. W. 
Fletcher. 


* 


American Trust Co. Board 
C.0.G. Miller Named To Head 
The Miller family, long prom- 
inent in California banking, has 
another representative to keep its 
enviable 90-year service record in- 


tact. The recent election of C. O. 
G. Miller as chairman of the board 
of the American Trust Co., San 
Francisco, Calif., guarantees that 
record through the second genera- 
tion. 

Mr. Miller who succeeds the late 
John Dempster McKee, is chair- 
man of the board of Pacific Light- 
ing Corp., and a director of Pacific 
Gas & Electric Co., and other cor- 
porations, and is a trustee of Le- 
land Stanford University. 
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Zentner To Call On Banks 
For First Wisconsin 

Robert A. Zentner, assistant vice 
president, has been assigned to the 
Banks and Bankers Division of the 
First Wisconsin National Bank of 
Milwaukee. Mr. Zentner has had 
experience in various parts of the 
bank including the credit depart- 
ment and will be especially helpful 
to the bank’s correspondents. He 
has also had experience in the com- 
mercial loan department. 


* 


Bank of America Names Four 
Officers To New Posts 


Four important promotions in 
officials ranks were announced re- 
cently by Bank of America, San 
Francisco, Calif. 

R. P. A. Everard is advanced to 
the position of assistant to the 
president. He began his career with 
the bank as a bookkeeper, and has 
been vice president and cashier of 
the institution since 1941. 

Everard is being succeeded as 
vice president and cashier by P. C. 
Read, who joined the bank’s in- 
spection department in a junior 
capacity and has been chief in- 
spector and auditor since 1934. 

H. A. Leif, heretofore assistant 
chief inspector in charge of the 
bank’s inspection and auditing 
force in Southern California, is ad- 
vanced to succeed Read as chief 
inspector and auditor. C. H. Baum- 
hefner, former assistant chief in- 
spector in San Francisco, advances 
to suceed Leif, with headquarters 
in Los Angeles. 

* 


Chemical Bank’s Survey 
Shows Bond Records 

The Chemical Bank & Trust Co., 
New York City, recently issued its 
fourteenth edition of comparative 
prices and yields of state and mu- 
nicipal bonds. This leaflet provides 
a 15-year comparison of year-end 
data, 1933 to 1947, for over 200 
different major issues. 

Between December, 1946, and 
December, 1947, it is shown, prices 
for this group of se curities declined 
nearly 10 points. Using all bonds 
included in the survey having ma- 
turities of 10 to 25 years (approx- 
imately 100 different issues with an 
average maturity of about 15 years) 
the record discloses an extreme 


price swing from 9074 in December, 


1933, to 13434 in December, 1945, 
and a subsequent reaction to 11974 
in December, 1947. Expressed in 


terms of basis prices, or yield, the 
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movement was from 5.29 per cent 
to 1.47 per cent and then back 
to 2.18 per cent at the close of 
1947. 

” 


Manufacturers Trust 
Promotes Three 


Manufacturers Trust Co., 
York City, has announced several 
changes in connection with the 
bank’s office at 
Fifth Ave. and 
Forty-third St. 
Harold S. Miner, 
who has been at 
the branch since 
1924, was named 
to succeed the 
late Elliott Debe- 
voise in charge of 
the office. Mr. 
Miner began with 
the bank as an assistant secretary 
and in 1931 was appointed a vice 
president. 

Charles F. McNamee, until re- 
cently in charge of the bank’s Uni- 
versity Place office, was named a 
vice president. After entering the 
banking business in 1919, he was 
with the State Bank when it be- 
came a part of the Manufacturers 
Trust Co. in 1929; in 1914 he was 
made assistant vice president. 

Carl J. Heiles, promoted from 
assistant vice president to vice 
president, became associated with 
the bank in 1924, was made an as- 
sistant secretary in 1929 and in 
1934 was promoted to assistant vice 
president. 


| New Directors | 


The Bank of Manhattan Co., New York 
City: John C. Borden, president of Borden 
Mills, Inc. 


Central Bank of Oakland, Calif.: Sam H. 
Husbands, executive vice president of 
Transamerica Corp. 


New 


Harold S. Miner 


Citizens and Southern National Bank, At- 
lanta, Ga.; William A. Mathis, president 
of the W. A. Mathis Construction Co. 


City Bank Farmers Trust Co., New York 
City: William Gage Brady, Jr., chairman 
of the National City Bank of New York. 


First Camden National Bank and Trust Co., 
Camden, N. J.: Joseph H. McConnell, 
vice president in charge of law and 
finance, RCA Victor division. 


Lincoln Bank and Trust Co., Louisville, Ky.: 
D. L. Street, vice president and a director 
of Brown-Forman Distillers Corp. 


Seattle-First National Bank, Seattle, Wash.: 
Wilbur W. Scruby, vice president. 


United States Guarantee Co., New York 
City: Archie M. Stevenson, member of 
firm of Bigham, Englar, Jones and Hou- 
ston. 








Land Joins Mellon Staff 

James N. Lanp, former board 
member of the First Boston Corp,, 
has been elected a vice president 
of the Mellon National Bank & 
Trust Co., Pittsburgh, Pa. 


* 


Gale Johnston, president of 
the Mercantile-Commerce Bank 
and Trust Co., St. Louis, Mo., was 
elected recently to the board of 
directors of the Metropolitan Life 
Insurance Co. 


* 


The Fidelity and Guarantee In- 
surance Corp., Baltimore, Md., an- 
nounces the promotion of A. Byron 
Crisp to secretary with general ad- 
ministrative duties including per- 
sonnel, and the election of Henry 
M. Langhirt to assistant treasurer, 


* 


Edward Lonnegren, Jr. is cele- 
brating his silver anniversary with 
the Union Bank & Trust Co. of 
Los Angeles. Mr. Lonnegren started 
his career with the bank as a book- 
keeper in February, 1923, and was 
made teller that year. In 1928, he 
became chief teller. 


* 


Edmund L. Andrews will sue- 
ceed Frank M. Hickok as vice presi- 
dent of the corporate trust division 
of the American National Bank | 
and Trust Co. of Chicago. Mr. 
Hickok, who retired from active 
duty March plans to act in a 
trust advisory capacity for one of 
the national banks in Leesburg, 
Fla., where he will make his home. 

Roy E. Kileen was elected assist- 
ant vice president of the La Salle 
National Bank of Chicago recently 
and will serve in the bank’s cor- 
respondent bank department. Mr. 
Kileen, who has been associated 
with Chicago banking for the past 
thirteen years was formerly a Wis- 
consin bank examiner. 


* 


Epwarp F. GEE and CARLISLE R. 
Davis, both vice-presidents of the 
State-Planters Banks & Trust Co., 
Richmond, Va., have co-authored a 
new textbook, “Analyzing Financial | 
Statements.” The A. I. B. will use 
the book in classwork. 


* 


CRAIG DE Voux Simpson has beer 
elected an assistant treasurer of the 
Bankers Trust Co., New York City. 
Since 1945 he has been in charge 
of the bank’s municipal trading 
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operation and prior to that had 
been connected with the municipal 
bond department of a securities 
firm for twelve years. 
* . 

JosePH E. PocuE, vice president 
of the Chase National Bank, New 
York City, recently addressing the 
annual convention of the American 
Institute of Mining and Metallur- 


gical Engineers, presented a paper 
prepared by himself and Frederick 
Coqueron, an associate, dealing 
with capital formation in the oil 
industry. He brought out the fact 
that the oil industry has been re- 
taining an increasing share of its 
earnings for reinvestment, and 65 
per cent of total net earnings in 
1947 was retained for that purpose. 


Calendar Of Events 


American Bankers Association 


June 7-11 American Institute of Banking, 
Annual Convention, Buffalo, N. Y. 

Sept 26-29 American Bankers Association, 
Annual Convention, Detroit, Mich. 

Oct. 13-15 22nd Annual Western Regional 
Trust Conference, Portland, Oregon. 
Nov. 4-5 17th Annual Mid-Continent Trust 

Conference, Chicago, Illinois. 


State Associations 


May 6-7 Alabama, Hotel Tutwiler, Birming- 
ham. 

May 6-7 Massachusetts, New Ocean House, 
Swampscott. 

May 6-8 New Mexico, Nickson Hotel, Ros- 
well. 

May 6-7 Oklahoma, Skirvin Hotel, Okla- 
homa City. 

May 10-11 South Carolina, Ocean Forest 
Hotel, Myrtle Beach. 

May 11-12 Mississippi, Buena Vista Hotel, 
Biloxi. 

May 12-13 Indiana Bankers Association, An- 
nual Convention, Claypool Hotel, Indian- 
apolis. 

May 12-14 Kansas, Jayhawk Hotel, Topeka. 

May 13 Delaware, Wilmington Country Club, 
Wilmington. 

May 13-15 New Jersey, Hotel Traymore, At- 
lantic City. 

May 17-19 Calfornia, Hotel del Coronado, 
Coronado. 

May 17-18 North Carolina, The Carolina, 
Pinehurst. 

May 19-21 Pennsylvania, Hotel Traymore, 
Atlantic City, N. J. 

May 20-21 Tennessee, Hotel Patten, Chat- 
tanooga. 

May 22 Nevada, Ely. 

May 24-26 Arkansas, Arlington Hotel, Hot 
Springs. 

May 24-26 Texas, The Gunter Hotel, San 
Antonio. 

May 26-27 Ohio, Neil House, Columbus. 

May 29-31 Arkansas, Annual Educational 
Conference, Junior Bankers Section, The 
Arlington Hotel, Hot Springs. 

June 2-6 District of Columbia, The Green- 
brier Hotel, White Sulphur Springs, W. 
Va. 

June 2-4 Illinois, Edgewater Beach Hotel, 
Chicago. 

June 2-4 Missouri, University of Missouri, 
Columbus. 

June 4-5 New Hampshire, Hotel Wentworth, 
Portsmouth. 

June 7-8 Idaho, Challenger Inn, Sun Valley. 

June 10-11 Colorado, Hotel Colorado, Glen- 
wood Springs. 

June 10-11 Washington, Empress Hotel, Van- 
couver, B. C. 

June 11-12 Vermont, Equinox House, Man- 
chester. 

June 11-12 North Dakota, Twin Cities. 
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June 11-12 South Dakota, Twin Cities. 

June 12 Rhode Island, Director’s Room, In- 
dustrial Trust Co., Providence. 

June 12-15 New York, Annual Convention, 
Mount Washington Hotel, Bretton Woods, 
N. H. 

June 14-15 Oregon, Hotel Baker, Baker. 

June 16-17 Minnesota, Annual Convention, 
Nicollet Hotel, Minneapolis. 

June 17-19 Virginia, The Homestead, Hot 
Springs. 

June 21-23 Wisconsin, Annual Convention, 
Schroeder Hotel, Milwaukee. 

June 24-26 Michigan, Grand Hotel, Mack- 
inac Island. 

June 25-27 Maine, Poland Springs House, 
Poland Springs. ‘ 

Aug. 5-7 West Virginia, Greenbrier Hotel, 
White Sulphur Springs. 

Oct. 3-4 Vermont, Fall Meeting, Wanmeck 
Hotel, Jefferson. 

Oct. 25-27 lowa, Annual Convention, Hotel 
Fort Des Moines, Des Moines. 


Other Organizations 


May 5-8 N. A. B. A. C. Mid-Continent Re- 
gional Conference, Baker Hotel, Dallas, 
Tex. 

May 9-12 Assn. of Reserve City Bankers, 
Annual Convention, Hotel Del Coronado, 
Coronado Beach, Calif. 

May 12-14 N. A. B. A. C., Regional Confer- 
ence, Biltmore Hotel, Los Angeles, Calif. 

May 13-15 American Industrial Bankers 
Assn., Edgewater Beach Hotel, Chicago, 
WH. 

May 23-28 National Savings and Loan 
League, Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

May 24-26 National Association of Mutual 
Savings Banks, Hotel Traymore, Atlantic 
City, N. J. 

May 29-31 Central-Western section of Con- 
sumer Bankers Association, Spring Meet- 
ing, Congress Hotel, Chicago. 

June 12 New Jersey State Safe Deposit As- 
sociation, mid-year meeting, Hotel Berke- 
ley Carteret, Asbury Park, N. J. 

Sept. 24-26 Association of Bank Women, 
Hotel Fort Shelby, Detroit, Mich. 

Oct. 10-13 N.A.B.A.C., Hotel Ansley, Atlanta, 
Ga. 

Nov. 29-Dee. 2 Financial Public Relations 
Association, Annual Convention, Holly- 
wood Beach Hotel, Hollywood, Fla. 


Schools Of Banking 


June 19-July 3. Graduate School of Bank- 
ing, Rutgers University, New Brunswick, 
N. J. 

Aug. 2-13 Pacific Coast School of Banking, 
University of Washington, Seattle, Wash. 

Aug. 22-Sept. 4 School of Banking at the 
University of Wisconsin, Medison. 
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ONE MACHINE and 


can handle these 7 basic banking jobs 


. Posting depositors’ accounts 
Posting loan and discount records 
Posting any type of mortgage records 
Posting trust ledgers 


Writing checks and posting related 


payroll records 
Posting the general ledger 


Posting statement of condition 


And in just a matte r of seconds you can have it working for you on any 
one of the seven! For the removable form-bars of this National Multiple- 
Duty Accounting Machine lift off, or snap on—no screws, catches, or 
fittings to fuss with. 

If your bank is a small one, one machine may handle all seven jobs. 
If it is larger, separate machines may be assigned to handle one, or 
more, of these specific jobs. The fune tional flexibility of these National 
Multiple-Duty Accounting Machines permits them to handle any shifting 
overloads promptly as they occur, and they are kept busy right through 
the banking day. 

They will prove a great help in any bank—as will any of the many 


| other National machines and systems designed to save time and money 


for you. Have your National representative study your situation, and 
work out the best way of meeting it. 
Or, write to The National Cash Register 
Company, Dayton 9, Ohio. Sales and 
Service Offices in over 400 cities. 


THE NATIONAL CASH REGISTER COMPANY 





STICKING TO IT 


— 


Perseverance is an attribute of success. 
Nation-wide recognition of La Monte 
Check Paper as the leader in its field 
is doubtless due in no small part to the 
fact that George La Monte & Son have 
made one product and only one product 
— safety paper—for more than three 
quarters of a century. 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 
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